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CARD-ALOG 
Keeps Sales 
promotion working 
for New England 
Life Agents 


Good sales promotion, and plenty of it, is all 
very well, but the only effective aids are those 
that are used. New England Life agents can 
now survey the entire range of 500 items ina 
few minutes, or identify a particular piece 
ina few seconds. 

One of these ‘‘open-sesame’’ files is 
maintained in each agency office for use 

by full-time agents. CARD-ALOG will also 
enable our offices to give brokers a quick 
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We’re showing 


95,121,126 TIME 


-.. to talk-up 
New York Life products! 


THE NEW YORK 


LIFE AGENT 


in your COMMUNITY BE 
1s A GOOD MAN TO 


Hard-working 


Advertisements 


like this one will be seen by 
millions in Life, Look, Saturday 
Evening Post, Collier’s, Time, 
Newsweek, Town Journal, Better 
Homes & Gardens, Holiday, 
Atlantic Monthly, Harper’s 
Magazine, The New Yorker, 
Sports Illustrated—and other 
leading publications. They’ Il 
help stimulate even greater 
demand for New York Life 
policies. 
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NEW YORK LIFE 


INSURANCE COMPANY 


ey waa A MUTUAL COMPANY FOUNDED IN 1845 





Modern policies for modern needs include Life Insurance, Group Insurance, Accident and Sickness Insurance and Employee Pension Plans 
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He NATIONAL UNDERWRITER 


The National Weekly Newspaper of Life Insurance 


Sees Wider Use of 
Exclusion Riders 
For Non-Can Plans 


Medical Underwriter 
Will Get More Elbow 
Room, Dr. Horan Says 


NEW ORLEANS—Exclusion'= en- 
dorsements can be utilized for more 
serious impairments when _ under- 
writing non-cancellable or guaranteed 
renewable A&S than might have been 
felt to be fair under the limited stand- 
ard forms, Dr. Joseph C. Horan, asso- 
ciate medical director of Metropolitan 
Life, told the annual meeting of the 
Assn. of Life Insurance Medical Di- 
rectors at its meeting here. 

The medical underwriter faces 
something of a dilemma in making 





OFFICERS ELECTED 

President: Dr. Edson E. Getman, 
medical director New York Life, suc- 
ceeding Dr. Ralph R. Simmons, medi- 
cal director Equitable of Iowa. 

President-elect: Dr. Norman J. 
Barker, medical director Connecticut 
General. 

Vice-president: Dr. Henry B. Kirk- 
land, chief medical director Pruden- 
tial. 

Secretary: Dr. Royal S. Schaaf, as- 
sistant medical director Prudential. 

Treasurer: Dr. J. Grant Irving, 
medical director Aetna Life. 

Editor of proceedings: Dr. James R. 
Gudger, medical director Mutual of 
New York. 

Executive council: Second term, Dr. 
Frank J. McGurl, medical director, 
Prudential, Houston regional home of- 
fice; Dr. Frank A. Warner, medical 
director John Hancock; Dr. Rexford 
W. Finegan, assistant medical director 
Metropolitan Life. First term, Dr. 
Norvin C. Kiefer, chief medical di- 
rector Equitable Society; Dr. G. R. 
Collyer, medical director London Life; 
Dr. James P. Donelan, medical di- 
rector Guarantee Mutual Life. 

Board of life insurance medicine: 
Dr. David S. Garner, medical director 
Shenandoah Life; Dr. Karl W. An- 
derson, medical director Northwestern 
National; Dr. Albert L. Larson, as- 
sociate medical director Travelers; Dr. 
J. Randolph Beard, medical director 
Mutual Benefit Life. 





the transition from underwriting of 
standard to non-cancellable and guar- 
anteed renewable, said Dr. Horan. If 
he is over-conservative in his prog- 
hoses and thereby runs up a very high 
rejection rate, “he may get a lot of 
comfort out of having done a fine job 
of medical underwriting, but there will 
Come a time when there will not be 
enough premium income with which 
to pay his salary.” 

“Furthermore, his company will not 
accomplish the purpose for which it 
embarked on the new business, be- 
Cause of his ultra-conservatism,” Dr. 
Horan continued. “His company will 

(CONTINUED ON PAGE 19) 





Mutual Benefit Life 
Board OKs Writing 
of Group Insurance 


NEWARK—The board of directors 
of Mutual Benefit Life has given ap- 
proval for the company’s entrance into 
the group insurance field. 

H. Bruce Palmer, president, said it 
will be some time before the company 
is ready to accept the first case. The 
company has begun preliminary plans 
for the organization of a group de- 
partment and will proceed with the 
staff and organizational preparations. 

The decision was made, Mr. Palmer 
explained, after long and careful con- 
sideration. There is apparently a 
trend toward merchandising all types 
of life insurance on a group basis, Mr. 
Palmer said. Some specialists are even 
doing this effectively with various 
kinds of business insurance within a 
single company or organization. 

“Our true security program, which 
makes available to American business 
a middle-management training course, 
has opened the doors of many large 
and small businesses to our represen- 
tatives,” he said. “Many heads of 
these businesses have requested the 
services of our company in the group 
field. We feel that we should be in a 
position to serve those customers who 
like our individual coverages and pro- 
vide for them group coverages as well.” 


Dismiss Bankers L. & C. 
$30 Million Damage Suit 


Against Larson, Cravey 
MIAMI—Federal Judge Lieb has 
dismissed Bankers Life & Casualty’s 
$30 million damage suit against Com- 
missioners Larson of Florida, Cravey 
of Georgia and four insurance com- 
panies. Judge Lieb said there was no 
“genuine issue as to a material fact” 
and that the undisputed: facts were 
legally insufficient to show a con- 
spiracy. Bankers was ordered to pay 
all costs of the 4-year-long litigation. 
Judge Lieb issued his order follow- 
ing requests by Mr. Larson, Reserve 
Life, George Washington Life, Profes- 
sional, and Hartford Accident. Mr. 
Cravey had earlier asked to be sep- 
arated from the case and the case 
against him was subsequently dropped. 
Bankers asked damages on the 
ground that the defendants had “illeg- 
ally conspired to cast discredit on and 
to destroy” the company’s “White 
Cross” plan in Florida and Georgia. 








Shareholders Selling 
290,000 Shares of 
Beneficial Standard 


LOS ANGELES—A group of share- 
holders in Beneficial Standard Life 
are selling 290,000 shares of stock 
through an underwriting syndicate of 
some 75 investment firms, headed by 
Lehman Bros. The stock is expected 
to go on the market Nov. 1. 

Beneficial Standard stock was 
quoted this week at 16% per share 
bid and 17 per share asked. 





Postal May Issue 


Special Plan Geared 
to Bank-Loan Setup 


Postal Life is investigating the pos- 
sibilites of issuing a special plan of 
insurance adapted to the bank-loan 
plan, Saul Rosenthal, vice-president 
and actuary, disclosed at the com- 
pany convention held in Rockland, Me. 

“We feel that the future sales of in- 
surance on the bank plan will be di- 
minished by the current high rates of 
interest charged by banks,” said Mr. 
Rosenthal. “However, sales will still 
be made and it may very well be that 
policies written on the basis of higher 
rates of interest will be sounder and 
less ‘gimmicky’ because they are not 
subject to being disturbed by future 
fluctuations in the bank-loan rate.” 

Mr. Rosenthal said also that “we 
are especially aware of the growing 
importance of business insurance and 
the unique problems it presents to our 
field men. We are making a serious 
study of this market and are well on 
our way toward coming out with a 
special ordinary life type of policy 
which will compare favorably with the 
best of our competitors.” 

President George Kolodny drew 
cheers with his announcement that 
Postal has now entered Delaware, In- 
diana, Illinois, and the District of Co- 
lumbia and expects to expand soon 
into other states. 

Donald L. Smith, agency director, 
who acted as chairman of the meet- 
ings, reviewed the improvements that 
Postal Life has introduced since the 
last agency convention and said that 
they have unquestionably contributed 
to the increased production of quality 
business. 

Furman B. Phelps told how the 
company helps its agents and brokers 
close their group cases. He is home 
office group supervisor. 

Milton Altschul, New York City 
general agent, stressed the importance 
of building confidence. He told of a 
prospect who kept asking apparently 
extraneous questions which it turned 
out were just a delaying device he 
used in order to find out whether Mr. 
Altschul was the man who could do 
the job for him. After that the sale 
was easily made. 

George Ross, general agent at Mid- 
dletown, N. Y. and a top personal pro- 
ducer for Postal, said that he uses no 
visual aids except his rate book, which 
he uses to explain his favorite plans 
of insurance. 

Arthur Milton,. general agent in New 
York, stressed the importance of qual- 
ity business. He showed how $400,- 
000 a year with good quality will earn 
$10,000 more in 10 years than the 
same amount with fair quality and 
$20,000 more than the same volume of 
poor quality business. 





Madison CLU Elects Slate 


MADISON, WIS.—New officers of 
the Madison CLU chapter are L. J. 
Meinhardt, Northwestern Mutual, 
president; William R. Lund, Occidental 
Life of California, vice-president, and 
Harry Myhre, Northwestern Mutual, 
secretary-treasurer, 
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Electronic ‘Brain’ 
Pinpoints Markets 
for More Insurance 


Varied Uses Described as 
N. Y. Life Unveils Public 
Exhibit of New Machines 


By ROBERT B. MITCHELL 


NEW YORK—Analysis of market 
conditions with a speed and complete- 





J. T. Phillips D. C. Josephs 
ness never before possible is a simple 
matter with electronic data processing 
machinery, it was brought out Tues- 
day aa press preview of New York 
Life’s new IBM “705” installation. 

The machinery, plus a scale model 
and numerous exhibits, is open to the 
public as part of a project to dispel 
some of the mystery that has sur- 
rounded electronic data processing. 

New York Life is already using 
high-speed calculators to keep abreast 





New York Life has just completed 
the transfer of its 41%4 million individ- 
ual policy records for valuation and 
dividend computation from punched 
cards to magnetic tape Tuesday and 
New York department’s acceptance of 
the recomputation of 1955 records on 
this basis was officially given to James 
T. Phillips, vice-president and chief 
actuary, by Julius Sackman, chief of 
the life bureau, and Charles C. Dubuar, 
chief actuary, following a _ personal 
inspection of the new installation. 





of market conditions. Information that 
with previous methods would have 
been several months old now can be 
supplied in a couple of days, enabling 
the company to make use of it with- 
out delay. Strategic sales information 
can be put to use with assurance that 
it is still current—with corresponding- 
ly less risk that an apparent trend may 
reverse itself before it can be put to 
use. 

One of the by-products of the new 
“705” installation is the computation 
of the proposed new CSO mortality 
table, as reported in last week’s issue. 
New York Life is handling the job 
though it has had the machinery only 
since summer and is in the process of 
converting its punch-card records to 
the high-speed’ magnetic tapes on 
which information is stored. Yet the 
new mortality table will be ready for 
the meeting of the Society of Actuaries 
Nov. 12-14. 

New York Life is the first life com- 

(CONTINUED ON PAGE 19) 
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31 NALU Committee 
Chairmen Appointed 


WASHINGTON—A. Jack WNuss- 
baum, president of National Assn. of 
Life Underwriters, has appointed 
NALU committee chairmen for 1956- 
57 as follows: 

Affairs of veterans and servicemen, 
Louis J. Grayson, Travelers, Wash- 
ington, D. C. 

Agents, John V. Coe, Massachusetts 
Mutual, Wichita, Kan. 

Associations, Jack White, Pruden- 
tial, Los Angeles. 

By-laws, Gordon V. MHockaday, 
Equitable Society, Spokane. 

Compensation, Benjamin D. Salin- 
ger, Mutual Benefit Life, New York 
City. 

Conservation, Sam B. Starrett Jr., 
Guarantee Mutual Life, Omaha. 

Convention program, John C. Dono- 
hue, Penn Mutual, Baltimore. 

Cooperation with National Assn. of 
Investment Companies, Mr. Salinger. 

Credentials, D. C. Gaut, Mutual 
Benefit Life, Memphis. 

Credit insurance, Robert A. Thweatt, 
Peninsular Life, Daytona Beach, Fla. 

Disability insurance, William E. 
North, New York Life, Evanston, Ill. 

Federal law and legislation, John Z. 
Schneider, Connecticut General, Bal- 
timore. 

Field practices, William H. Pryor, 
Connecticut Mutual, Wauwatosa, Wis. 

Finance, J. Hicks Baldwin, New 
England Life, Washington, D. C. 

Functions and activities, Stanley C. 
Collins, Metropolitan Life, Buffalo. 

Group insurance, Harry N. Phillips, 
Sun Life of Canada, Detroit. 


Membership, William S. Hendley 
r.. Mutual of New York, Columbia, 
S. C. 
Nominations, R. Edwin Wood, Phoe- 
nix Mutual, San Francisco. 
Past national presidents, Mr. Col- 
lins. 
Public relations, Elsie S. Doyle, 
Union Central, Cincinnati. 
Relations with accountants, R. B. 
Walker, New York Life, Hollywood, 
with attorneys, 


Fla. 

Relations Q. L. 
Ching, Prudential, Honolulu. 

Relations with Assn. of National Se- 
curity Dealers—C. Carney Smith, Mu- 
tual Benefit Life, Washington, D. C. 

Relations with other organizations, 
Fisher E. Simmons Jr., Pan-American 
Life, New Orleans. 

Relations with trust officers, Paul 
H. Conway, John Hancock, Syracuse. 

Resolutions, Frank McNamara, Old 
Line Life, Waukesha, Wis. 

Social security, Albert C. Adams, 
John Hancock, Philadelphia. 

State law and legislation, Oren D. 
Pritchard, Union Central Life, Indian- 
apolis. 

Estate planning, R. B. Walker. 

Underwriter education and training, 
Howard V. Krick, Penn Mutual, New 
Haven. 

Women underwriters, 
Davenport, Northwestern 
Washington, D. C. 

Mr. Nussbaum also reappointed Da- 
vid M. Blumberg, Massachusetts Mu- 
tual, Knoxville, Tenn., as parliamen- 
tarian. 


i 


Thelma R. 
Mutual, 





G. Preston Kendall, vice-president 
and secretary of Washington National, 
has been awarded a veterans league 
service pin and certificate in recognit- 
ion of his 25 years with the company. 
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Program for HIAA 
Forum on Individual 
Coverages Is Given 


Health Insurance Assn. of America 
has released the complete schedule of 
events for its meeting Nov. 12-13 at 
the Statler-Hilton hotel, Dallas. 
fire 

Nov. 12, morning: J. M. Wickman, 2nd vice- 
president, Mutual of New York, presiding. 
Welcome addresses by E. J. Faulkner, presi- 
dent of HIAA and of Woodmen Accident & 
Life, and Robert R. Neal, general manager of 
HIAA. Report on individual insurance com- 
mittee activities by Mr. Wickman, chairman of 
the individual insurance committee of HIAA. 
Brokerage A&S business, E. D. Speer, vice- 
president of Great American Reserve. Report 
of special risks committee of the risk selection 
subcommittee by Gerald S. Parker, committee 
chairman, and secretary of Guardian Life. 

Nov. 12, afternoon: Panel discussion of 
medical impairments. Peter J. Burns, execu- 
tive assistant New York Life, moderator. Gas- 
tric and duodenal ulcers, J. M. Ryan, chief 
underwriter Metropolitan Life. Heart and cir- 
culatory conditions, Byron S. Davis, manager 
A&S underwriting department State Mutual 
Life. Female conditions, E. J. Borgenson, 
manager casualty underwriting division Wash- 
ington National. Mental and nervous disorders, 
Rodney U. Clark, superintendent of A&H un- 
derwriting Massachusetts Protective. Medical 
Expert, Dr. Alfred F. Seibert, associate med- 
ical director of Travelers. 

5:30 p.m. reception. 

Nov. 13, breakfast sessions: Age limits for 
A&sS including over-age insurance and paid-up 
insurance, J. F. Follmann Jr., director of in- 
formation and research of HIAA. Uniform pol- 
icy provisions and approval problems, John P. 
Hanna, general counsel HIAA. Over-coverage 
and duplication and problems, A. M. Hansen, 
assistant vice-president Mutual Benefit H&A. 
Claim problems, K. C. Berry, 3rd vice-presi- 
tible insurance, Charles N. Walker, associate 
actuary and manager of A&S Lincoln National 
Life. 

9:45 a.m.: 
dent Lumbermens Mutual Casualty. Deduc- 
Henry R. Roberts, secretary accident depart- 
ment Connecticut General, moderator. Some 
aspects of marketing, W. . (Cramer, as- 
sistant to agency vice-president Equitable So- 
ciety. Influence of income and geographical 
location, Charles N. Walker, associate actuary 
Lincoln National. Some. problems in the se- 
lection of risks, Robert E. Ryan, superin- 
tendent A&H department Royal-Liverpool in- 
surance group. 

10:45 a.m.: How does a company meet A&H 
advertising standards? Donald S. MacNaugh- 
ton, assistant general solicitor Prudential. 

11:30 a.m.: Moral risk panel: Earle B. Tilton, 
superintendent of life underwriting Nation- 
wide Mutual, moderator. Panelists, Robert S. 
Schoonmaker Jr., A&H secretary Berkshire 
Life; Paul V. Miller, assistant secretary Em- 
ployers Reinsurance; . Hvale, assistant 
secretary Continental Casualty. 

2 p.m. Question clinic. Moderator, Roy A. 
MacDonald, director of company relations HI- 
AA. Panel members, Dr. John E. Boland, med- 
ical director North American Accident; D. B. 
Alport, underwriting vice-president of Busi- 
ness Men’s Assurance; T. T. McClintock, A&S 
insurance director of American United Life; 

H. Greenwood Jr., associate insurance 
supervisor Provident Mutual life; and Douglas 
N. Morrison, assistant secretary of Aetna Life. 
of Aetna Life. 

3:30 p.m.: Case clinic: Moderator, Ward H. 
Beall, underwriting vice-president of North 
American Life & Casualty; panel members, B. 
K. Holliday, underwriting vice-president of 
Federal Life & Casualty; H. L. Graham, A&S 
secretary of Bankers Life of Iowa; Charles E. 
Stevens, assistant A&S superintendent of In- 
demnity of North America; and T. K. Bond, 
= underwriter of Provident Life & <Acci- 
ent. 

The meeting will close with comments by 
Mr. Wickman. 


Major medical expense panel, 





Life of Missouri to Start 
New Building Jan. I 


Life of Missouri plans to start con- 
struction on its new home office at 
the corner of Lindell boulevard and 
Spring avenue in St. Louis about 
Jan. 1. The structure, which will front 
on Lindell, will be air-conditioned 
throughout. It will have five stories 
and a basement with a total area of 
approximately 70,000 square feet. The 
company will occupy about half the 
floor space and the remainder will be 
available for lease. 

The front of the building will be 
largely glass and aluminum and the 
ends will be faced with Indiana 
limestone. 

The company has had its home of- 
fice in St. Louis since its organization 
in 1907, and since 1945 has occupied 
space at Seventh and Chestnut streets 
in Missouri Insurance building, for- 
merly known as the Wainwright build- 


ing. The company purchased the Lin- 
dell-Spring property last July from 
American Automobile Ins. Co. 


List More Speakers for 
LIAMA Meet Nov. 11-15 


The final day’s program of LIAMA’s 
annual meeting Nov. 11-15 in Chicago 
will be opened by S. Rains Wallace, 





LIAMA director of research, whose 
talk will be titled “Sauce for the 
Gander.” 


Powell McHaney, president of Gen- 
eral American, will speak on “Simple 
Programing.” Lawrence W. Appley, 
president of American Management 
Assn., will discuss “Sales Management 
in Sales Development.” 

Robert A. Parish, agency secretary 
of Connecticut General, will conduct 
an afternoon forum on “Current 
Events in Compensation,” sponsored 
by the compensation committee. The 
first part of the forum will be a dis- 
cussion of “Training Allowance Plans” 
by John Hancock, Massachusetts Mu- 
tual, Provident Mutual and Prudential. 

“Vesting versus Non-vesting in 
Agent Contracts” will be discussed in 
the second part of the forum. Speak- 
ers will be Max C. Bell, vice-president 
of Continental American; Laurence §, 
Morrison, agency consultant of Hart- 
ford; Richard C. Guest, vice-president 
of Massachusetts Mutual; Elmer L. 
Nicholson, superintendent of agencies 
of Connecticut General, and M. J. 
Smith, president and general manager 
of Equitable Life of Canada. 

The education and training commit- 
tee will sponsor a management de- 
velopment conference, ‘Putting the 
Agent Development Program to 
Work.” Horace R. Smith, superintend- 
ent of agencies of Connecticut Mu- 
tual, will preside, and C. B. Metzger, 
2nd vice-president of Equitable Soci- 
ety, will be moderator. 

Speakers will include H. W. Fouts, 
director of training of Bankers Life of 
Nebraska; D. A. Gorsline, assistant su- 
pervisor of unit manager training of 
Equitable Society; W. J. Hamrick, 
agency vice-president of Gulf Life; 
Charles H. Heyl, vice-president and 
Nebraska; Peyton I. Lingle, agency 
vice-president of Gulf Life, and Sam 
G. Shackelford senior consultant of 
LIAMA. 

Last week’s article on LIAMA pro- 
gram features announced earlier in- 
correctly identified Glenn C. Tomp- 
kins and omitted the name of J. Rich- 
ard Ward, superintendent of agencies 
of Equitable Life of Iowa. Mr. Tomp- 
kins is superintendent of agencies of 
Canada Life. 





Berkshire Life Promotes 


Patton, Strattner 


Ralph H. Patton and Lawrence W. 
Strattner Jr. have been promoted to 
assistant superintendents of agencies 
for Berkshire Life. Mr. Patton entered 
the business with Penn Mutual at New 
York and for several years was in 
charge of the life department of John- 
son & Higgins in New York. He joined 
Berkshire in 1953 to direct pension 
trust operations, on which he will con- 
tinue to serve as technical and sales 
adviser. Mr. Strattner entered the 
business with Prudential at New York 
in 1948 and became division manager 
at White Pains, N. Y., in 1953, and 
joined Berkshire in 1955 as director of 
training. He will remain in charge of 
sales training activities. Both men are 
CLUs. 


Herbert W. Humber, associate gen- 
eral agent for Mutual Benefit Life in 
San Francisco, has been awarded the 
Orr trophy for valuable service on 
half of the San Francisco area in sell- 
ing and servicing life insurance. 
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Additional Points Brought Out in 
Controversy Over Bank-Loan Plans 


N. Y. City Underwriters 
Disavows Any Link 
With Proponents’ Group 


NEW YORK—The New York City 
Life Underwriters Assn., though it 
urged the federal law and legislation 
committee of National Assn. of Life 
Underwriters to modify its sweeping 
criticism of bank-loan life insurance, 
has no connection whatever with the 
group recently formed in New York 


City to protect the present tax- 
sheltered status of bank-loan life 
insurance. 


Because of the possibility that some 
might have inferred such a connection 
from an article in THE NATIONAL UN- 
DERWRITER for Oct. 12 dealing with the 
activities of this informal group, Mi- 
chael P. Coyle, Phoenix Mutual, pres- 
ident of the New York City associa- 
tion, has written to THE NATIONAL 
UNDERWRITER to make it entirely clear 
that his association, following the 
NALU national council vote against 
modifying the federal law and legis- 
lation report, has made no further ef- 
forts in behalf of the bank-loan plan. 

“The New York City association in 
no form or fashion is connected with 
any group or has endorsed the activi- 
ties of any group. in the process of or 
having completed an investigation of 
the aspects of bank-loan insurance,” 
Mr. Coyle wrote. “Your article points 
out that Mr. Gustave Simons, chair- 
man of this association’s committee on 
law and legislation, is one of the lead- 
ers and organizers of this group. You 
have my assurance that Mr. Simons 
is acting on an individual and personal 
basis and that this group in no way 
has the endorsement or sponsorship of 
this organization. May I also assure 
you that the members of this group 
are not known to me or to the board 
of directors of this association. 

“I would also like to point out that 
the New York City association pre- 
sented a resolution dealing with the 
subject of bank-loan insurance to the 
NALU committee on federal law and 
legislation and before the national 
council at the annual convention held 
in Washington, D.C. This resolution 
failed to receive the acceptance of the 
council. From the moment the vote 
was taken by the council against our 
resolution, we, in keeping with the 
democratic process, accepted their de- 
cision. (Italics are Mr. Coyle’s.) 

“In the light of the foregoing and in 
order to insure the fact that there 
shall be no misunderstanding or con- 
fusion in the future, we request that 
you omit any reference to Mr. Simons’ 
official capacity as chairman on law 
and legislation of this association if 
his name is used in connection with 
the group referred to in your article.” 

(Editor’s note: The reference to 
Mr. Simons cited by Mr. Coyle identi- 
fied him as a member of the New York 
City association’s committee “but 
Speaking as one of the leaders of a 
group etc.” 

Mr. Coyle did not enclose a copy of 
the New York City association’s reso- 


Gerard Brown Says NALU 
Board OK'd Federal L&L 
Report Unanimously 


Gerard S. Brown, Penn Mutual, Chi- 
cago, who until very recently was 
chairman of the federal law and legis- 
lation committee of National Assn. of 
Life Underwriters has written TuHE 
NATIONAL UNDERWRITER commenting 
on an article in the Oct. 12 issue deal- 
ing with efforts of a New York City 
group to get the committee to delete 
from its report its criticism of bank- 
loan life insurance and the prediction 
that adverse legislation is imminent. 

Here is. the gist of Mr. Brown’s 
comments: : 


The article referred to the vote of 
the new board to approve the com- 
mittee report as being a “voice vote.” 

“In stating that it was a voice vote 
the bank-loan plan people are ap- 
parently trying to give the impression 
that there may have been some oppos- 
ing votes of an undetermined number,” 
Mr. Brown wrote. “I talked with two 
men who were present at the board 
meeting and their recollection is that 
there was no opposing vote when it 
was called for but a substantial num- 
ber of votes for approval. Of course, it 
is not possible in a voice vote to deter- 
mine whether anyone abstains. How- 
ever, no trustee asked that an 
abstention be recorded. Consequently, 


it stands as a unanimous approval by 
the board.” 

The article quoted Gustave Si- 
mons, New York attorney and a mem- 
ber of the group active in protecting 
the bank-loan plan’s present tax status 
as saying that the action of the 
trustees in accepting the report with- 
out adverse comment must have been 
due to a desire to avoid overriding the 
committee on a point of prime impor- 
tance to its chairman, since some of 
the trustees are known to favor bank- 
loan plans in many types of situations 
and don’t hesitate to sell them. 

“It was indeed a point of prime im- 
portance,” wrote Mr. Brown. “How- 
ever it was important not to me alone 
but to every member of NALU to 
know that the overwhelming approval 
of a committee report by the national 
council is not lightly overridden by 
the beard of trustees.” 

Contrary to the statement by bank- 
loan proponents that “a _ substantial 
minority” of the national council voted 
to modify the federal law and legisla- 
tion report’s sections that criticized 
bank-loan plans, Mr. Brown says that 
those who stood up to be counted were 
a “handful.” 

The statement in the Oct. 12 ar- 
ticle that only seven members of Mr. 
Brown’s committee were at the com- 
mittee meeting at Washington is true, 
he conceded, but he pointed out that 
five other members were occupied 
with meetings of other committees in 
which they had a very active part and 
the seven who were on hand were ex- 
perienced in the committee’s work and 
“their suggestions and opinons have 
been very valuable and helpful to the 
committee over a period of years.” 
The New York City Life Underwriters 

(CONTINUED ON PAGE 18) 





COMMONWEALTH 
LIFE 


INSURANCE 


In 1941 when we established our 
Home Office Training Schools, 141 
Commonwealth Underwriters at- 
tended classes during that year. 






lution with his letter, but as presentea aa 


at Washington it asked that in the 
NALU federal law and legislation re- 
Port the first of two paragraphs criti- 
cizing the bank-loan plan be amended 
to read: 

“With respect to the over-all ques- 
tion of the sale of life insurance on the 

(CONTINUED ON PAGE 18) 





‘COMPANY 


° In 1956—fifteen years and two hun- 
e dred Home Office Training Schools 
later—more than 500 Commonwealth 


? Careermen will take part in these 


e classes during the 12-months period. 
. The enrollment in that first 1941 
e school reads today like a “Who's 


Who” of Commonwealth Life—im- 
pressive testimony to the importance 
° of this comprehensive training pro- 


gram. 


m —_- HOME OFFICE: 
=n: Commonwealth Building 
mine Louisville 


The Tallest, Finest Office 
Building in Kentucky 


Life Institute to 
Stress Current Theme 
in 1956-57 Promotion 


Institute of Life Insurance has de- 
cided to carry the theme of its 1956 
national advertising campaign through 
the spring of next year. . 

Beginning this month, a new series 
of messages, featuring pictures and in- 
stitutional copy around the idea, 
“When someone’s counting on you, 
you can count on life insurance,” will 
attempt to strengthen the public’s be- 
lief in the dependability of life in- 
surance. The program will be beamed 
at 44 million people in 300 commun- 
ities through 525 newspapers across 
the country. Another 17 million farm 
and country dwellers will be reached 
through more than 2,200 spot radio an- 
nouncements over 30 major radio sta- 
tions. 

Holgar J. Johnson, president of the 
institute, said that public response to 
the 12 advertisements in last season’s 
program indicated that the theme is 
building a more friendly climate for 
the life insurance business. The repeti- 
tion of this idea for another year 
should have a cumulative effect in de- 
veloping a greater public understand- 
ing and awareness of life insurance, 
he said. 

The new program will embrace 13 
ads, produced along the same lines as 
last year’s. They will focus attention 
on the headline slogan and a human 
interest photo. The main copy will pre- 
sent factual information about life in- 
surance performance. Later ads will 
stress the service aspect of life insur- 
ance. Each mentions the agent’s per- 
sonal service in helping the policy- 
holder build greater family security. 
The ads will also offer readers a free 
booklet on the major uses of their life 
policies, “Your Life Insurance—And 
How to Use It.” More than 400,000 
copies were sent out last season. 


Children Under Age 18 


Increase by 14 Million 


The number of children under age 
18 in the U. S. increased by more than 
a third after World War II to reach 
a record total of 55% million, up 
more than 14 million since 1945, ac- 
cording to Metropolitan Life. 

This increase is the largest on rec- 
ord in the U. S. For comparison, dur- 
ing the three decades of 1900 through 
1930, the children at these ages in- 
creased by only 12% million. 

The situation reflects a new outlook 
toward family life by the young peo- 
ple. The proportion of young married 
persons is at an all time high and they 
are marrying and starting their fam- 
ilies earlier, according to Metropolitan 
Life. 

Bureau of the census data shows 
that the postwar upsurge in the 
number of children is concentrated 
largely at ages under 10 years, with 
the number at ages under 5 increasing 
by 41% and at ages 5-9 by 58%. In 
contrast, the increase at ages 10-14 
was 24%, while at ages 15-17 there 
was a small decrease. 

Today’s teenagers are children born 
just before the war, when the birth 
rate was still relatively low. Within 
the next few years their number will 
rise rapidly as the large cohort of 
younger children grows older. 

Because people are living longer, 
today’s children are less likely to be 
orphaned than was the case in past 
generations. In 1955 less than 5% of 
children under 18 had lost one or 
both parents. As recently as 1920 the 
proportion was 16%. 








Fifty-six members of the Great- 
West Life, group field force and claims 
personnel recently attended a four-day 
group insurance conference. 
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Once-Unpopular Brokers 
Are Now Assets, L. A. 
Agency Supervisors Told 


Although formerly frowned upon by 
most major companies, life insurance 
brokerage is now “accepted with re- 
spect and dignity as an integral part 
of the over-all agency operation,” Ed- 
ward Linsenbard, brokerage manager 
for Manufacturers Life, told Los An- 
geles Life Agency Supervisors Assn. 

Brokerage has not always enjoyed a 
popular reputation with companies or 
agents because of unscrupulous bro- 
kers who operated under their own 
code of business, Mr. Linsenbard said. 
“Since the so-called ‘pioneer’ days of 
brokerage business, many reforms and 
safeguards have evolved, and gradual- 
ly more and more life companies have 
entered this phase of the market. To- 
day, out of hundreds of major compa- 
nies, you can count on the fingers of 
one hand the number who do not ac- 
cept brokerage business.” 

The wide experience and informa- 
tion of a modern life agency brokerage 
department can be of great use to the 
agent, supervisor and company, he 
said. The brokerage department, 


through its sales to general brokers 
and agents of other companies, add a 
great number of policyholders to the 
company’s books. This acquaints a 
number of people with the company 
who otherwise would not know about 
it and makes the agent’s job easier 
where prominent policyholders can be 
used as a reference. 

Brokerage premium volume, which 
is substantially higher per thousand 
than that enjoyed by whole-time pro- 
duction, Mr. Linsenbard said, can sup- 
port some of the costs of the agency 
which otherwise would have to be 
charged against full-time production, 
thus raising company expenses. 

He remarked that his company had 
“always felt that a healthy agency op- 
eration could look to a 50-50 split of 
new business production between the 
whole-time organization and the bro- 
kerage department. We have not found 
that there is any serious conflict. On 
the contrary, there has been a spirit of 
co-operation between the two depart- 
ments which has been mutually bene- 
ficial.” 





The Davenport agency of John Han- 
cock has moved to 101 Lexington ave- 
nue, San Antonio. 


Fete Hooker, Retiring 
Conn. Department Actuary 


Some 65 Connecticut insurance lead- 
ers feted Russel O. Hooker, retiring 
actuary of the Connecticut department, 
at a luncheon in Hartford. He has 
started his own actuarial and consult- 
ing business in Hartford. 

Among those at the affair were 
Commissioner Spellacy and Joseph T. 
Geoghegan, chief examiner, of the de- 
partment, and John C. Blackall, for- 
mer commissioner. 

Mr. Blackall recalled that Mr. Hook- 
er had served under four commission- 
ers and lauded his contribution in 
building the department. He also 
touched on Mr. Hooker’s contributions 
to the business through work on com- 
mittees of National Assn. of Insur- 
ance Commissioners. 


IASA Schedules Annual 
Conference May 20-22 


Insurance Accounting & Statistical 
Assn. will hold its annual conference 
May 20-22 at Palmer House in Chicago. 
Electronics in accounting will again be 
the major topic of the meeting. Rep- 
resentatives of the 700 member com- 
panies are expected to attend. James 
B. Clancy of Royal-Liverpool is in 
charge of the program. 






























FLEXIBLE-AGE RETIREMENT 


ment plan 


THE 


With LNL’s flexible-age retirement 
plan, the policyholder does not set the 
maturity date when buying the policy; 
he can wait until the date arrives be- 
fore making his choice. Naturally, cli- 
ents like this feature and LNL agents 
like to present it. 


Lincoln National’s flexible-age retire- 


proud claim that LNL is geared to help 
its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 


is another reason for our 








Continental Assurance 
Introduces Graduated 


Premium Policy 


More than 450 qualifiers attended 
Continental Assurance’s three regional 
Pyramid Club meetings at Montreal, 
Atlanta, and San Antonio. Highlight of 
the meetings was introduction of the 
company’s new ordinary life-non-par 
graduated premium contract, de- 
scribed as “a new concept in the life 
insurance business.” The new contract 
will be issued in amounts of $1,000 
to $500,000, with the unit cost decreas- 
ing as protection increases over $4,- 
000. An additional $2.50 a thousand is 
charged for the first $4,000 of 
coverage. 

The basic annual rate for a man age 
35 under the new contract is $18.76 
per thousand plus the additional 
charge, bringing a $1,000 contract to 
$21.26. A $10,000 contract would cost 
$197.60, or $19.76. This figure includes 
the extra charge of $2.50 per thousand 
for the first $4,000 of coverage. 

The plan has been approved in most 
states and replaces Continental’s or- 
dinary life and ordinary life endow- 
ment at 85 non-par plans. In states 
where the graduated premium has not 
been approved, the rates for ordinary 
life and ordinary life endowment at 85 
non-par plans have been reduced, 
making them more attractive competi- 
tively. 

Other features of the meetings in- 
cluded talks by company officials and 
prominent guest speakers. Howard C. 
Reeder, president, spoke on “A Chal- 
lenge and an Opportunity,” announc- 
ing that Continental has now passed 
the $4 billion mark and has moved 
from 19th to 18th in size among life 
companies. Awards were given for na- 
tional and regional production leader- 
ship and for new agents of the year. 

Donald L. Daniels, Boston, was hon- 
ored as national production leader, 
while Joseph N. Desmon, Buffalo, and 
Newton H. Johnson, Toledo, received 
midwest leadership awards; Clifford 
R. Anderson, Middletown, Conn. and 
Maurice Linder, Newark, received 
eastern leadership awards; Ernest 
Marcus, Los Angeles, received Pacific 
coast leadership awards and Marcel 
Arsenault of Quebec and J. E. Duvall 
of Ottawa, Ontario, were honored as 
Canadian leaders. Outstanding new 
agents of the year were: Werner Haer- 
ing of Montreal, Canadian new agent; 
Bart M. Manning of Peoria, IIl., mid- 
western new agent; Nicholas Barnello 
of Syracuse, eastern new agent, and 
Donald F. Bottorff, Palm Springs, Cal- 
if., Pacific coast new agent. All award 
winners received engraved plaques 
commemorating their achievements. 





Uninsured Dads Don't Die 
They Abscond: Armstrong 


Robert Armstrong, superintendent of 
agencies New England Life, addressed 
the University of Wisconsin Insurance 
Society of “Life Insurance Selling—A 
Process Or A Problem” at Madison 
last week. The society was guest of 
Wisconsin General Agents & Managers 
Assn. 

Mr. Armstrong said that the father 
and husband without adequate insur- 
ance does not die—he absconds. He 


also told the society that morale is 4 | 
rental proposition—never owned but — 


rented. 


Wisconsin Commissioner Paul Rogan | 


said he will serve as head of a commit- 
tee of executives from all branches of 
the insurance business. The committee 
has as its purpose the raising of $10,- 
000 or more for a new _ insurance 
library in the recently-completed com- 
merce school. 
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“SOMETIMES this business of making a living is like 
a merry-go-round. A dizzy, daily whirl-- 
especially for the salesman who stumbles into 
the field without the training it takes to 
develop sound selling techniques. I know guys 
like that. 


"BUT NOT IN MY COMPANY. The Union Central under- 
writer goes through just about the most 
thorough training program in the business. 
Take me, for instance. I was drilled in every 
phase of life insurance selling. Not by theory 
alone, but application. Even in routine func— 
tions like making telephone appointments. I 
learned by movies, manuals and recorded inter- 
views, by regular sales meetings and conven— 
tions. I learned in the field, too, with an 
experienced underwriter to guide me. 


"AND THANKS to Union Central's advanced training 
program, I had an opportunity to earn a 
professional degree from the American College 
of Life Underwriters. Didn't cost me a penny. 
I've learned a lot, but most important, I've 
learned there's only one best answer to any 
one life insurance problem. That's why my 
company supplies me with a complete line of 
policies issued from birth to age 70 to meet 
every human need." 


THOROUGH, EFFECTIVE TRAINING is just one of many major career 
advantages provided by The Union Central Life Insurance Com- 
pany. Others include: choice of job location; liberal retirement 
and pension plans; company stability and national reputation; 
unlimited opportunities for advancement, in sales, management, 
administration. In addition, The Union Central actively supports 
its men in the field with scientific prospecting procedures, a wide 
variety of sales presentations to fit every type market, and 
research-tested promotional material. So if you’re interested in 
a career with so much to offer, drop us a line and we'll be glad 
to arrange an interview at one of our local offices near you. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI 


One of America’s great companies—with over 
two billion dollars of life insurance in force! 


@ This ad is designed to be of service to young men contemplating a career in life insurance. 
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Life Medical Research 
Fund Awards $960,000 
for Research on Heart 


Life Insurance Medical Research 
Fund has awarded $960,000 in grants 
and fellowships for research in heart 
disease in the coming year, bringing 
to $8,160,000 awarded for this purpose 
since the fund was organized 11 years 





ago. 


The contributions since 





w den 


~ few 


f 


a 


Sample gross premiums and dividend illustrations for $10,000: 


1945 have 
supported 265 programs of heart work 
and have provided 324 fellowships for 
promising young men and women to 





obtain training in this specialty. In 
all, heart research has been aided in 
114 medical schools and other research 
centers in 35 states, District of Colum- 
bia, Puerto Rico, five Canadian prov- 
inces and seven other countries. 

In commenting on progress in the 
fight against heart disease, the na- 
tion’s No. 1 killer, Dr. Francis R. Die- 
uaide, scientific director of the fund, 
said that recent results are very en- 
couraging. Among the most notewor- 
thy advances is the demonstration that 
arteriosclerosis, or hardening of the 
arteries, can be caused to regress in 
laboratory animals. Leads have been 











AT AGE 35 AT AGE 45 
Years There- Years There- 
1-3 after 1-3 after 
ANNUAL PREMIUM................. $228.70 $254.10 | $326.00 $362.20 
Illustrative Total Dividends 
for 20-year period................... 1,246.10 1,754.40 
Illustrative Annual Net Average Cost, 
20 years (if continued)............... 187.99 269.05 
Guaranteed Cash Value, 20 years...... 3,680.00 4,540.00 
Hliustrative Net Cost, 20 years 
(if then surrendered*) .............. —50.30** 701.00 
Ilustrative Net Average Annual Cost 
per $10,000 (if surrendered at end of 
| yc Sea ne URE Oe cor Rie —2.52** 35.05 | 
>*K 

Dividends are based on the current illustrative formula i 


which shows the first dividend at the end of the third policy 
year. Dividends are in no sense guarantees or even esti- 
mates of future dividends, which must depend on the 
company’s future experience and the annual action of the 
company’s trustees. The policy together with the appli- 


cation constitutes the entire contract. 


* Includes illustrative termination dividend. 
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MONY TODAY MEANS MONEY TOMORROW! 


found to possible methods of control- 
ling this most frequent cause of death. 
New and powerful drugs now enable 
physicians to treat patients with high 
blood pressure who formerly could not 
be helped. 

Great progress also has been made 
in heart surgery, Dr. Dieuaide said. 
New methods have made possible op- 
erations to relieve many heart condi- 
tions that could not be performed 
safely in the past. Large numbers of 
babies born with heart malformations 
now can be cured, and some forms of 
heart disease in adults now come 
within the surgeon’s scope. 


Kiefer Sees Expanding 
Population as Serious 
Health Care Problem 


One of today’s most serious single 
problems is that presented by the ex. 
panding population, Dr. Norvin Kiefer, 
chief medical director of Equitable So- 
ciety, told the annual conference of 
Government Research Assn. at Rye, 
N.Y. 

Dr. Kiefer said more people are liy- 
ing beyond age 65, due chiefly to med- 
ical advances. He quoted U. S. census 
estimates which project a 1970 popu- 
lation of 205 million, with 19 million 
in the 65-and-over category. 

Not only will this expansion put a 
serious strain on health facilities, Dr, 
Kiefer warned, but there will be the 
added problem posed by the increas. 
ingly large amount of care required by 
older people, one of the most rapidly 
growing age categories. People over 65 
require 50% more physicians’ services 
compared to other groups and their 
confinement is far greater for illnesses 
at home and in the hospital. Medical 
services are undermanned today, he 
added. 


. e e 

The field of gerontology will be in- 
creasingly important in business and 
government. Older people have im- 
portant dollars to spend in the econ- 
omy and soon will make up 15% of the 
country’s potential voting strength. 

Dr. Kiefer, noting that mortality 


rates for heart diseases and cancer 


have increased sharply in the past 50 
years, called for preventive measures 


*#. to reduce the incidence of death in 


“* these categories. He urged extensive 


~~“ EXECUTIVE POLICY 
__/ GAN PROVIDE A : 
oa SOLUTION TO 


KEY MAN AND 
BUSINESSMAN PROBLEMS | 


The new MONY Executive Policy provides cash 
values to meet business emergencies or build retire- 
ment funds. Sold in $10,000 amounts. Issued stand- 
ard and sub-standard. Can be converted at stated 
intervals to certain endowment or limited payment 
life policies by the payment of higher premiums— 
with no lump-sum payment of back premiums. 


Inquiries from brokers invited. For details, call the 
MONY office nearest you or write to our home office. 


Mowa 6- New Yorx 


THE MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 
1740 BROADWAY, NEW YORK 19, N.Y. 


life Insurance— Accident and Sickness—Hospitalization— 
Retirement Plans . . 
MONY offices are located throughout the United States and in Canada. 


. FOR INDIVIDUALS AND EMPLOYEE GROUPS 


study of all factors leading to coronary 
failure and of the reasons why this 
disease has an apparent predilection 
for Americans, who have the dubious 
distinction of having one of the highest 
coronary mortality rates in the world. 





St. Louis A & S Men Hear 


Weiss on Key-Man Taxes 


Doubt that the mere purchase of life 
and A&H policies on a wage continu- 
ation basis would meet Department of 
Internal Revenue requirements for tax 
deductions was expressed by A. L. 
Weiss, secretary of St. Louis Chapter 
of CPCU, and a partner of the law firm 
of Thomas, Busse, Weiss, Cullen & 
Godfry, who addressed the St. Louis 
A&H Underwriters Assn. 

Speaking on “Use of the A&S Insur- 
ance on the Key-Man with Tax De- 
duction Consequences to the Employ- 
er,” Mr. Weiss said that while tax ad- 
vantages are to be sought, the purpose 
of A&H covering key men should be 
protection and the tax matter should 
be secondary. He added that tax regu- 
lations are still being issued and the 
entire deduction situation on key men 
insurance is very much unsettled. 

Mr. Weiss warned that employers 
face trouble if they have in their plan 
an employe who is also an officer or 
principal stockholder of the company. 
“Where the corporation buys insur- 
ance on a key employe who is also an 
offiéer or principal stockholder, either 
the corporation may have to pay a tax 
on its own tax return, or the employe 
will have to do so as income tax. 
course, the situation will depend on 
how a plan is set up.” 

He added that “there is no question 
that an insurance plan is much better 
than one under which the employer 
merely continues to pay wages in cases 
of accident or sickness from a tax de- 
duction angle both for the employe 
and the worker.” 
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A&H Agents to Hold 
Annual Meet At St. Paul 


International Assn. of A. & H. Un- 
derwriters will hold its annual con- 
vention in the Lowery hotel, St. Paul, 
June 12-15, 1957. Additional accom- 
modations will be available in the St. 
Paul hotel. 

J. Peter Devine of Occidental Life, 
St. Paul, has been named convention 
chairman. 

Attendance is expected to reach a 
record 1,000 because the Wisconsin 
A&H association will hold its annual 
meeting in conjunction with the In- 
ternational convention. Other midwest 
states will vie with Wisconsin and 
Minnesota for attendance honors. 

The program, now being formu- 
lated, will be under the guidance of 17 
chairmen of various subcommittees. 
Top speakers on sales and industry 
developments are being secured for 
the major addresses, while local asso- 
ciation affairs will be emphasized 
through special clinics. The conven- 
tion committee is allocating more time 
and prominence than formerly for 
council sessions, where the official 
business of the association is 
conducted. 

Traditional activities will include 
the presentation of the Harold R. Gor- 
don A&H “Man of the Year Award” 
and the Leading Producers Round Ta- 
ble breakfast, where for the first time 
a president of the organization will be 
elected. 


IAAHU Asks HIAA 


Companies for Assistance 


International Assn. of A&H Under- 
writers has proposed a six-point pro- 
gram of assistance from the companies 
through Health Insurance Assn., E. J. 
Coffey, northwest and Alaska general 
agent, Mutual of Omaha, president of 
IAAHU, told members of the Indian- 
apolis A&H Assn. The agents’ group 
has recommended that HIAA urge 
member companies: 

1. Send bulletins to agents encour- 
aging IAAHU membership. 

2. Stand ready to furnish speakers 
for local units of IAAHU. 

3. Encourage gerieral agents and 








managers to bring key office personnel 


to IAAHU local meetings, “Because 
such people are a point of public re- 
lations contact with the public.” 

4. Offer awards for (a) high per- 
centage of agency membership in 
IAAHU and (b) high percentage of 
attendance at local meetings. 

5. Take associate memberships at 
$100 a year. 

6. Urge general agents and manag- 
ers to take sustaining memberships 
at $50 a year over and above their 
Tegular membership dues to locals. 


LPRT to Elect President 


at International Meeting 


The executive board of Internation- 
al Assn. of A&H Underwriters has an- 
nounced that, beginning in 1957, a 
president of the Leading Producers 
Round Table will be elected each year 
at the annual convention of the In- 
ternational. 

Election of the LPRT president will 
be by vote of the current members and 
life members of the organization in 
attendance at the breakfast held dur- 
ing the convention. Although the nom- 
mee need not be present, he must be a 
member of the LPRT and must have 
currently qualified for the gold award. 
Nominations will be accepted by mail 
from members and from the floor. 
Nominations sent by mail should be 





addressed to the chairman, LPRT com- 
mittee, International Assn. of A&H 
Underwriters, 33 South Wells street, 
Chicago 6, IIl. 

LPRT had 216 qualified members 
during 1955, and reports from local as- 
sociations indicate greatly increased 
interest during 1956. 


Eau Claire A&S Men Elect 

EAU CLAIRE, WIS.—J. W. Haskins, 
Time of Milwaukee, has been elected 
president of Northwest Wisconsin A 
&H Assn.; George R. Welter, Time, 
secretary, and Roy F. Bye, North 
American Life & Casualty, treasurer. 





Delahunty Speaks to 
Illinois A&S Forum 


The insurance industry, Gilbert T. 
Delahunty, vice-president of All Amer- 
ican Casualty, said, would be well ad- 
vised to emphasize to the medical pro- 
fession that they are partners in mak- 
ing major medical protection feasible. 
Speaking before Illinois A&S Under- 
writers Forum at the October meeting, 
he said that it is the exorbitant doc- 
ters fees that produce unreasonably 
high premiums which in turn means 
that people won’t carry this insurance. 


It is major medical that is one of the 
finest deterrents to the clamor. for so- 
cialized medicine. ts 
“Major medical and major. hospital 
are not designed to providée“iridemnity 
for the first dollar of hospital expense, 
but rather to insure against cata- 
strophic losses due to medical costs. 
These coverages meet the definitions 
of insurance that the loss must be se- 
vere, that it cannot be anticipated, that 
the loss is tangible and readily sus- 
ceptible of proof,” Mr. Delahunty said. 
Plans such as Blue Cross, of course, 
are not insurance, but a method used 
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Pittsburgh, key industrial city and ex- 
panding insurance market, is the loca- 
tion of Great-West’s newest branch. 
The opening this spring of our 56th 


branch is in keeping 


with Company 


progress and development over the 


past decade. In that 


period 14 new 


branches were opened, total business 
in force tripled, and assets increased 
from $245,000,000 to $556,000,000. 
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by hospitals to enable people to prepay 
hospital costs. 

Mr. Delahunty said that some forms 
of major medical provide benefits only 
while hospitalized and others grant it 
for medical and graduate nursing serv- 
ices even though not hospitalized. 
While the original limits of this form 
were usually $5,000 and sometimes 
$2,500, now maximums of $7,500 and 
$10,000 are frequently seen. 

Walter Letzsch, Central Standard 
Life, president of the forum, introduced 
the speaker. 


Discusses AGH Policies of Future 

GRAND RAPIDS—Charles N. Walk- 
er, associate actuary for Lincoln Na- 
tional Life, discussed changes that can 
be expected in the A&S policy of the 
future before the A&H Underwriters 
Assn. here. 





Chicago A&S Sets Ist Fall Meeting 

John L. Bach, press relations direc- 
tor of American Medical Assn. will 
speak on “Medicine and Poison Ivy” 
at the first fall meeting of Chicago 
A&H Assn. Oct. 30 at the Union 
League Club. 


Actuaries Discuss 
Operations Research 


A discussion of the development of 
operations research highlighted the 
first fall meeting of the junior branch 
of New York Actuaries’ club. 

Gordon D. Shellard, research asso- 
eiate of Metropolitan Life, said that 
actuaries, having contributed substan- 
tially to development of the field of 
modern operations research, should be 
able to play an important role in ex- 
tending the profitable use of the tech- 
niques, particularly in the insurance 
business. 
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-No Substitute For It 


As long ago as 1918, The National Underwriter became a 
member of the Audit Bureau of Circulations. It was the first insur- 


ance publication to acquire such membership. 


As a consequence, for 38 years we have been obliged to keep 
our subscription records in the exacting, expensive, detailed way 
required by the A.B.C. Frankly, some of the rules strike us as un- 
necessarily burdensome. They impose upon us numerous time con- 


suming procedures. 


But we know, and all advertisers should know, that there is no 
substitute for an A.B.C. statement: not a publisher’s statement; not 


post office receipts; not a sworn statement—not anything. 


Through our semi-annual A.B.C. statements we present a clear, 
unbiased, understandable picture of our circulation, audited by a 
recognized authority. We wish that advertisers, in their own 


interest, would require all insurance publications to do the same 
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Charles M. Sternhell, 2nd vice. 
president of New York Life, discusseg 
characteristic methods, .particularly 
statistical quality control and linear 
programming, and gave an example of 
the application of quality control to a 
problem at his company. 

James T. Byrne, manager of man. 
agement research of Metropolitan Life, 
presented a simple “queueing” situa- 
tion and discussed its ready use ip 
departmental staffing problems. 

Nathan F. Jones, associate actuary 
of Prudential, said available tech. 
niques of quality control, industria] 
psychology, statistical marketing ana]. 
ysis and industrial engineering now 
offer advantages to life companies, 
“Queueing” and information theories 
promise even greater ultimate advan. 
tages. These fields have not been 
much developed theoretically, aj. 
though great technical advances can 
be expected in the next few years, 

The 1956-57 officers are Howard H. 
Hennington, associate actuary of Equi- 
table Society, chairman; Bert A. Win. 
ter, 2nd vice-president and associate 
actuary of Prudential, assistant chair. 


man; George Y. Cherlin, assistant 
mathematician of Mutual Benefit Life, 
secretary. 


A discussion of the work of the 
actuary with a life insurance trade 
association will be held at the next 
meeting on Oct. 24. 





Federal Group Plan 
Pays Out $92 Million 


Benefits are being paid at an aver- 
age rate of more than $3,800,000 a 
month to federal employes and sur- 
vivors under the federal employe’s 
group life program, according to Civ- 
il Service Commission. 

The program was put into effect 
Aug. 29, 1954 and clainis have aver- 
aged about $4,800 each and about 800 
a month. Total benefits since the start 
of the program have almost reached a 
$92 million on 19,000 claims, $85,104,- 
000 for life and $6,850,000 for acci- 
dental death and dismemberment. 

California is tops with 1,801 claims 
for $8,803,190 out, New York had 1,- 
521 for $7,221,812, and Pennsylvania 
1,080 claims for $5,156,260. 

The program is one of the largest 
in the world, financed by witholdings 
from the salaries of 2,050,000 federal 
employe participants at the rate of 25 
cents biweekly for each $1,000 of 
group life to which they are entitled 
and by contributions from employing 
agencies equal to half the employe 
witholdings. 

The amount of term under the pro- 
gram is $10 billion, but CCC consist- 
ently has advised federal employes 
not to look upon the plan as a sub-§ 
stitute for regular, individual poli- 
cies purchased through their own 
agents. 





Equitable Society Contest Winner 


The Grimes agency of Equitable So- 
ciety in Lubbock, Tex., won first place 
in the south central department in a 
3-month contest for percentage of in- 
crease in paid business over a si 
period last year. President Charles W. 
Dow attended the program, which in- 
clude an open house at agency head- 
quarters, a dinner, business mee 
and luncheon. 


BANK LOANS 
ON VESTED 
RENEWALS 


THREE OR FOUR 
YEAR REPAYMENT 


UNDERWRITERS CREDIT & 
GUARANTY CORPORATION 


340 Pine Street, San Francisco 4, California 
Seuthern California & Arizona Branch Office 
9935 Santa Monica Bivd., Beverly Hills, Calif. 
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Leadership and Human 
Relations are Keys to 
Operation: Hull 


In this age of automation, the key- 
stones of good business management 
continue to be 
leadership and 
human _srelation- 
ship, Roger Hull, 
executive vice- 
president of Mu- 
tual of New York, 
told the annual 
conference of the 
office manage- 
ment division of 
American Man- 
agement Assn. at 
Sheraton - Astor 
hotel, New York 





Roger Hull 


City. 

“The science of business procedures 
is extremely important,” Mr. Hull said. 
“But in the final analysis work is 
accomplished not by systems, rules or 
procedures, but by people.” 

People must be properly motivated, 
if they are to draw upon the real well- 
springs of their capacities. The great- 
est and most efficient procedure is one 
that will inspire people to do the best 
job of which they are capable. 

Although sound procedures and sci- 
entific methods have added greatly to 
the productive capacity and efficiency 
of business and industry, Mr. Hull 
warned of the danger that, in develop- 
ing these new tools, management may 
place too much reliance on their 
effectiveness. He continued: 

“There is another factor more im- 
portant than sound procedures. It has 
been my observation that enthusiastic 
people will do better work even with 
poor procedures, than unenthusiastic 
people will do with good procedures. 
And that principle is even more true 
when groups of people are concerned. 
When a business can achieve a com- 
bination of scientific procedures and 
enthusiastic workers, it has found the 
perfect answer to business efficiency. 
That is the combination for which we 
all strive.” 

It may be called morale, enthusi- 
asm, zeal, job interest, drive, team 
spirit or something else. Whatever it 
is called, it is one of the greatest in- 
gredients in human performance of 
any kind. Suggesting ways in which 
this important intangible can be de- 
veloped, Mr. Hull made these points: 

Put people into work they find con- 
genial to their talents and tempera- 
ments. Don’t specialize jobs so far 
that they become monotonous. and 
uninteresting. 

Offer an individual a means for 
finding pride of accomplishment in 
what he does. The desire to serve a 
useful purpose in life is one of the 
most deeply-rooted human instincts. 

Respect the dignity of the individ- 
ual, and recognize that unless he is 
dealt with as an individual he be- 
comes unhappy. 

Design an organizational system 
which will encourage the full exercise 
of individual judgment and ability at 
every level of the business. People lose 
enthusiasm for their work if they are 
required to live by the rules too 
closely. 

Design every job so that it repre- 
sents harmonious work and challenge. 
Most people will rise to the challenge 
of enlarged responsibilities. 

Leadership is the real key to suc- 
cess in office management, Mr. Hull 
declared, adding: 

“The basic foundation of leadership 
is justice. The leader with a real 
Sense of justice and fairness is more 


concerned about the treatment ac- 
corded those he leads than he is about 
the authority he has over them. 

“The cornerstone of leadership is 
faith. There is nothing worthy of 
achievement, nor possible of accom- 
plishment, without faith. The real 
leader has faith in his purpose. He be- 
lieves in its feasibility and its worth. 
He believes in his own powers with 
God’s help to achieve it. 

“The capstone of leadership is wis- 


dom. Few men have it, but no leader 
has become great without it. A man 
can be born with intelligence. Knowl- 
edge can be acquired. Skill can be 
developed. But wisdom comes 
from God.” 


Matt Taylor, director of research 
and analysis of the Craig general agen- 
cy of Northwestern Mutual Life at 
Milwaukee, spoke on “Term Trusts” at 
the October luncheon meeting of the 
Milwaukee CLU chapter. 


Ike Salutes Vote-Minded 
Personnel of Occidental of Cal. 

President Eisenhower has cougratu- 
lated the 1,600 home office employes 
ot Occidental Life of California for 
being 100% registered to vote in the 
November election. Mr. Eisenhower 
said it is “remarkable” when a com- 
pany as big as Occidental gets 100% 
registration. Before the registration 
campaign began at the home office, 
more than 200 of the 66% eligible 
voters were not registered. 





A NORTHWESTERN MUTUAL POLICYHOLDER. Mr. Thompson bought his first policy with this 
company twenty-six years ago. Today his Northwestern Mutual policies are an important part of his financial holdings. 





KARSH, OTTAWA 


“Why sell your future short because 
you feel financially insecure today?” 


A message to young men and women beginning their careers 
by GLENN W. THOMPSON, President, Chairman of the Board, Arvin Industries, Inc.; 
President, Board of Trustees, Depauw University; President, Indiana State Chamber of Commerce. 


“T's always tragic to me to see promis- 
I ing people hold themselves back 

when they could be doing bigger things. 

“Even today young men and women 
too often pass up their best chances to 
push ahead in their careers. They just 
can’t seem to bring themselves to act 
decisively. 

“Why? I believe a nagging fear of fi- 
nancial insecurity is one of the great rea- 
sons, And a good, tested way to eliminate 
it is with life insurance. 


“The man who starts buying life insur- 
ance early and regularly is not only pro- 
tecting the future for his family, he is also 
acquiring a savings reserve to help him 
meet emergencies. That builds self-con- 
fidence and makes right decisions easier. 
“An important feature of modern life 
insurance is that you can afford it early— 
when you need it so much. Choose an 
experienced life insurance representative 
to help guide your planning. His sound 
advice will cost you nothing extra.” 


A NORTHWESTERN MUTUAL 
AGENT CAN HELP 
SOLVE YOUR PROBLEM 


Y character, ability, and training, 

Northwestern Mutual agents are well 
qualified. Many have earned the designa- 
tion of Chartered Life Underwriter. 

Why do they choose to represent this 
company? It is one of the world’s largest, 
has over 99 years’ experience, and accepts 
applications only through its own agents. 

Because of its unique advantages, includ- 
ing low net cost, nearly half the new poli- 
cies issued go to present policyholders. 

For a sound review of your security pians, 
call a Northwestern Mutual agent. 





Lhe NORTHWESTERN MUTUAL 2 Asurance Company 


MILWAUKEE, WISCONSIN 





APPEARED IN TIME, MAY 21 AND JULY 16; IN NEWSWEEK, AUGUST 20 AND SEPTEM"F" 24 
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Illinois and the Case for U.S. Control 


The lurid stories about the way the 
state of Illinois handles the admission 
of out-of-state insurers may seem like 
a serious black eye for state regula- 
tion and, by implication, another 
strong argument in favor of federal 
supervision. 

Actually, we believe, the exact op- 
posite is true, even assuming that the 
Illinois picture is worse than it has 
been painted. 

This is not to say that the kind of 
thing that has been described as hap- 
pening in Illinois is good for the in- 
surance business or for state super- 
vision. But it does serve to illustrate 
why the insurance business is far less 
vulnerable to damage under state reg- 
ulation than it would be if it were 
responsible to a single federal super- 
visory authority. 

At worst, a single state can harass 
some of the companies on some of 
their operations. Substitute “all” for 
“some” in that sentence and you have 
a description of what could happen 
under an inefficient or corrupt federal 
regulatory authority. 

Much of the argument for federal 
supervision of insurance rests on the 
supposed higher standards of regula- 
tion that prevail in the federal govern- 
ment as compared with the states, or 
at least compared with some of the 
states. But as long as human nature 
is what it is, some human beings will 
continue to be born with built-in itch- 
iness in their fingers. The record 
shows that manifestations of this 
characteristic are not confined to any 
political party. Nor is the federal gov- 
ernment noticeably less vulnerable 
than the state governments to these 
predatory tendencies. In fact, the 
main difference between the federal 
and state variety seems to be that 
though such occurrences are more fre- 
quent among the states—because there 
is 48 times the exposure—the federal 
scandals are juicier, fancier, and build 
up to more fantastic proportions before 
being exposed and rectified. 

What a corrupt federal insurance 
department could do to the insurance 
business before being caught and cor- 
rected is appalling to think about. 
Money losses would be only a part of 
it. The damage that could be done to 
the far-flung and highly sensitive 
business of insurance would long out- 
last the inevitable ejection of the ras- 
cals responsible. 

Even aside from the greater poten- 
tial damage the insurance business 


would be exposed to if it were under 
a federal regulatory authority, it is 
difficult to see where it would make 
any sense. Insurance is so much a 
local business that there would have 
to be a vast network of local branches 
duplicating what the states do now. 
It is not as if a central office at Wash- 
ington could offer any savings through 
greater efficiency. The insurance busi- 
ness is so big that consolidation of 
state regulatory operations into a sin- 
gle federal department could not ef- 
fect any appreciable savings. 

So whatever flaws may be found 
with the operation of state insurance 
departments from time to time, critics 
of state regulation should remember 
that defects are due to human beings 
and there is no evidence that the hu- 
man beings at Washington are any 
less fallible than those in the various 
state capitals. If anything, people 
seem to get bigger ideas when they go 
to Washington. If these ideas run ‘to 
political profiteering, the opportuni- 
ties in Washington are bigger, while 
the victims back home have a harder 
time getting a hearing than they would 
if a state government were involved. 


The reasons for preferring state su- 
pervision to federal are somewhat 
analogous to the reason why the du- 
Pont company manufactures dynamite 
in small buildings sufficiently isolated 
from each other so that if an explosion 
does occur, despite the almost fantastic 
precautions, the damage will be lim- 
ited. Putting all the insurance regu- 
latory authority in Washington is about 
as sensible as making the manufacture 
of dynamite more “efficient” by put- 
ting it all in one big building. 


PERSONALS 


Edwin J. Faulkner, president of 
Woodmen Accident & Life, was guest 
of honor at a dinner of the Newcomen 
Society of North America held at 
Lincoln. Mr. Faulkner, a member of 
the society, was the speaker of the 
evening, his talk being on the history 
of Woodmen Accident & Life, which 
was organized in 1890 at Lincoln. 











Commissioner Robert B. Taylor of 
Oregon, president of National Assn. of 
Insurance Commissioners, on an offi- 
cial visit to the Arkansas department 
last week was officially commissioned 
an “Arkansas Traveler” by Gov. Fau- 


bus. Official witnesses to the cere- 
mony were Commissioner Harvey 
Combs of Arkansas and former com- 
missioner J. Herbert Graves, now vice- 
president of National Old Line Life. 
Mr. Taylor was accompanied by Mrs. 
Taylor on his trip to Arkansas, and 
spent the week-end at the home of 
Commissioner Combs. 


Robert E. Henley, former president 
of Life of Virginia, was presented an 
alumni medallion by the Alumni So- 
ciety of the College of William and 
Mary in recognition of his achieve- 
ments and service to the college. Since 
his retirement in 1953 Mr. Henley has 
headed Life of Virginia’s finance com- 
mittee. 


R. L. McMillon, Business Men’s As- 
surance, Abilene, president of Texas 
Assn. of Life Underwriters, has been 
released from an Abilene hospital and 
is now convalescing at his home. 


Donald A. Baker, new executive di- 
rector of General Agents & Managers 
Conference of National Assn. of Life 
Underwriters, was saluted in a reso- 
lution adopted unanimously by the 
board of the Indianapolis Life Under- 
writers Assn., which he served as ex- 
ecutive secretary for 3% years before 
going to GAMC. 


Miss Sally Jane Skutt, whose father 
is president of Mutual Benefit H. & A., 
was queen of the Ak-Sar-Ben cere- 
mony last week at Omaha. 


Leonard F. Lyons, vice-president of 
New York Life, a 1930 graduate of St. 
Lawrence university and president of 
its alumni association, has been 
awarded a citation by the university 
for his service to St. Lawrence and 
achievements in the insurance field. 


Charles J. Zimmerman, president of 
Connecticut Mutual Life, has been 
named to the West Hartford advisory 
board of the Connecticut Bank & Trust 
Co. of Hartford. 





St. Louis Doctors Oppose 


Fixed Fee Plan for Groups 


ST. LOUIS—Members of St. Louis 
Medical Society have rejected in prin- 
ciple a proposed Blue Shield service 
contract plan for low-income groups 
under which fixed fees for various 
medical and surgical services would 
have been set up. An unusually large 
attendance of more than 500 physi- 
cians and surgeons adopted a resolu- 
tion disapproving any insurance plan 
of a service of fixed-fee type which 
would introduce a third party between 
the patient and his physician or 
surgeon. 


Hancock Host to C. of C. Men 

BOSTON—More than 400 chamber 
of commerce executives from all states 
were guests of John Hancock at the 
annual meeting of the American 
Chamber of Commerce Executives an- 
nual meeting. They were welcomed by 
President and Mrs. Paul F. Clark and 
= Hancock officials at the home 
office. 





DEATHS 


GEORGE W. STEINMAN, board 
chairman of Midland Mutual Life and 
central figure in 
the management of | 
the company for 
more than _ four 
decades, died at 
University hospi- 
tal, Columbus, fol- 
lowing a brief ill- 
ness. He was 82. 
Mr. Steinman es- 
tablished the long- 
est continuous 
service record of 
any Midland Mu- 
tual home office 
staff member. He joined the company 
in 1912 as comptroller and moved 
steadily through the executive ranks, 
He was elected secretary in 1914 and 
vice-president and secretary in 1927, 
Six years later, upon the death of 
President H. B. Arnold, Mr. Steinman 
was advanced to the presidency. He 
served as president until 1954 when he 
became chairman. He was admitted to 
the Ohio bar in 1902 and after a brief 
period of law practice joined the Ohio 
insurance department as an examiner 
where he remained until going with 
Midland Mutual. He was, during his 
long career, state vice-president for 
American Life Convention and chair- 
man of Ohio Legal Reserve Life Com- 
panies Assn. Mr. Steinman’s son, Willis 
A., is treasurer of Midland Mutual. 


EDGAR L. LANCASTER, 81, a resi- 
dent of Dallas for 50 years and one of 
the founders of Southland Life, died. 
At the time of his death he was presi- 
dent of Woodbine Oil Corp. 


STOCKS 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, Oct. 23, 1956 








G. W. Steinman 








Previous Current 

Week’s Bid Bid Asked 
Aetna Life occ. 176 176 179 
Beneficial Standard ......... 15% 16% 17. 
Cal.-Western States ......... 85 86 88 
Colonial Life ............:0:sss0 99 98 102 
Columbian National .......... 82 84 86° 
Commonwealth Life .......... 19% 18% 19% 
Connecticut General .......... 246 244 250 . 
Continental Assurance ‘ 
Franklin Life .............c0 
Great Southern Life 
Gulf Life oc... ccsseseee 


Kansas City Life 
Life & Casualty 













Life Insurance Investors .. 14% 13% 14% 
Lincoln National 218 222 
Missouri ............ 21 22 
National L. & A. .. 87% 89% 
North American, III. 20 19 20 
N. W. National Life . 83 83 87 
Ohio State Life . 226 227 Bid 
Old Line Life .... . 62 60 64 
Southland Life . 97 95 100° 
Southwestern Li 98 97 101 
Travelers .... 13% 13% ‘TAY 
United, Tl . 22% 22% 23% 
U. S. Life . 28% 27% 28% 
West Coast Life 48 46 48 


Wisconsin National .. 
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LIAMA Study Shows 
Buying Pattern Shift 
Since 1942 Survey 


Material changes in the life insur- 
ance buying pattern from a decade or 
so ago are shown in an analysis of 1955 
purchases of ordinary life insurance 
just completed by LIAMA. 

Since 1942, when a similar analy- 
sis waS made, average size of policy 
purchased by adults has more than 
doubled; more than six times the pro- 
portion of 1942 are buying policies of 
$10,000 or more; a larger share of the 
purchases is without medical examin- 
ation; a much larger proportion of the 


buyers represents persons already 
owning some life insurance; types of 
policies primarily purchased nave 
shifted. 


The average policy bought in 1955 
by adults was $7,290; in 1942 it was 
$2,680. 

Of the 1955 adult buyers, 72% were 
already owners of policies; 13 years 
earlier, 57% were already owners. It 
was found last year that 79% of the 
male adult buyers were already in- 
sured; just about half of the women 
buyers were already policyholders. In 
the case of juvenile buyers, 82% were 
first time buyers. 

Related to income, it was found, es- 
pecially among male buyers, that the 
average size policy bought closely fol- 
lowed the income pattern, usually be- 
ing nearly two times current annual 
income. 

Combination policies, including the 
family income units, accounted for 
18% of the 1955 policies purchased by 
adults, compared with 7% in 1942. 
Straight life and its affiliated limited 
payment plans accounted for the larg- 
est portion of 1955 adult policies, some 
41%, although this was a smaller 
share than in 1942, when it was 62%. 
A large part of the combination poli- 
cies, however, included a portion of 
this type of protection. Endowment 
policies remained at about the same 
portion of total purchases as 13 years 
ago; term insurance was also about the 
same. 

Of the 1955 adult buyers, 17% were 
proprietors, managers and executives 
and their average purchase was $14,- 
740; one-fourth were craftsmen, fore- 
men and operatives, averaging $5,- 
540; 16% were clerical and sales work- 
ers, averaging $5,850; and 12% were 
professional people, averaging $11,440. 





Indiana Association 
to Lead Heart Drive 


Harry V. Foreman, general agent, 
American United Life, Kokomo, im- 
mediate past president of the Indiana 
Assn. of Life Underwriters, has been 
appointed state chairman for the In- 
diana Heart Foundation fund drive for 
1957. 

Again this year as last, the Indiana 
association will spearhead the drive. 
The association has been given wide- 
spread public credit in the state for 
the success of last year’s drive, in 
which it furnished the state chairman, 
many local chairmen, and organized 
Solicitors throughout the state. 

Whether or not the association 
would again spearhead the drive this 
year was a matter of some discussion 
during the summer. Pending before 
the association is a resolution calling 
on locals to refrain from acting as so- 
licitors in drives from which money 
g0es to hospitals and medical founda- 
tions until hospital and medical asso- 
Clations recommended to members 
that they cease specific acts in fur- 


XUM 


thering the sale of Blue Cross and 
Shield coverage, which acts the asso- 
ciation considers unfair competition. 

The decision to go ahead with the 
Heart Foundation this year came as a 
result of the fact that the pending 
resolution could not be acted upon 
prior to the association’s mid-year 
meeting in November, which would be 
too late for the Foundation to effect 
any other organizational plan for its 
fund drive. 


Would OK Estate 
Planning that Urges 
Consulting Lawyer 


In its present stage of development, 
estate planning procedures “can so 
easily and so unintentionally move 
into the danger zone” of unauthor- 
ized practice of law and because of 
this “we law officers can profitably 
examine our company field practices,” 
said Harry S. Redeker, general coun- 
sel of Fidelity Mutual Life at the re- 
cent meeting of the American Life 
Convention Legal Section at Chicago. 

Mr. Redeker is chairman of the joint 
committee on practice of law of the 
ALC and Life Insurance Assn. of 
America and is co-chairman of the 
National Conference of Lawyers and 
Life Insurance Companies. 

Mr. Redeker offered as a tentative 
guiding principle the following, which 
he had also suggested some weeks 
previously at the annual meeting of 
the American Bar Assn.: 

“If the expectable consequence of 
the life insurance representative’s rec- 
ommendations is to motivate the client 
to consult his lawyer for a review of 
his problems and to seek his advice, 
almost anything said or done will be 
in the permissive area. However, his 
recommendations will offend, despite 
warnings to consult a lawyer, if the 
recommendations are so definitive, so 
final, or so apparently authoritative 
as to probably induce the client to by- 
pass his lawyer or to regard him as a 
mere scrivener to handle legal details.” 


Mr. Redeker conceded that it may 
not be easy, in every case, to establish 
the line that divides legitimate sales 
activities from the unauthorized prac- 
tices of law. 

“Estate planning connotes analysis 
and recommendations covering one’s 
entire estate, of which insurance pro- 
gramming is just one aspect,” he said. 
“The American Bar Assn. members 
now recognize that the life under- 
writer may contribute significantly to 
the planning of a client’s estate, with 
definitions and boundaries not yet 
defined.” 

Mr. Redeker asked his listeners for 
cpinions on the suggested guiding 
principle, either orally or by mail. 

Mr. Redeker gave as examples three 
cases recently submitted to the groups 
studying these questions: 

An eastern life company furnished 
the format of an estate planning anal- 
ysis. Its agency field office made tax 
computations, pinpointed general es- 
tate and insurance problems, and made 
recommendations subject to the law- 
yer’s consideration. There were four 
or five errors of computation—all on 
the side of overstatement of insurance 
needs. The complaint was resolved by 
subcommittee study and recommenda- 
tion. The conference approved a form 
of “preamble” to an estate planning 
analysis, without approving any par- 
ticular form or analysis. 

A southern life company furnished 
a “specimen” pension trust agreement 
which was tailored by page revision 
for each individual case, with names 

(CONTINUED ON PAGE 17) 


$4 Billion Sales Set 
a September Record; 
Increase Is 11% 


Aggregate sales of life insurance 
last month, amounting to $4,140,000,- 
000 set a new September record and 
brought the cumulative total for the 
first nine months to $38,011,000,000. 
The increase for both September and 
for the year-to-date was 11%. 

Ordinary chalked up its best Sep- 
tember, with $2,664,00,000 for a 13% 
rise. A total of 618,000 ordinary poli- 
cies was bought in September, bring- 
ing the first nine months’ total 5,901,- 
000, up 7%. 

Industrial for September amounted 
to $525 million, off 2%. 

Group life, representing new groups 
only and not additions under con- 
tracts already in force, amounted to 
$951 million in September, a new Sep- 
tember record and an increase of 15%. 

For the first nine months ordinary 
accounted for $25,287,000,000, up 13%. 


Industrial was _ $4,73,000,000, down 
2%. Group sales were $8,021,000,000, 
up 11%. Last year’s group figure in- 
cluded the additions of $1,925,000,000 
made in April to the federal em- 
ployes group plan. Without this, the 
nine months total of new group life 
insurance this year would show a 52% 
increase. 


Madison (Wis.) Bank 
Offers Double Dollar Plan 


The Madison (Wis.) Bank & Trust 
Co. has established the “double dol- 
lar” plan, becoming the first Madison 
bank and the third in Wisconsin to 
offer this service. The other banks are 
at Miiwaukee and Beloit. Every cus- 
tomer who has, or opens, a savings 
account in the Madison bank is en- 
titled to life insurance dollar fur dol- 
lar for the full amount of the deposit 
up to $3,000. Each depositor is insured 
until age 60. 





Brooks G. Trueblood, former coun- 
sel for Ohio State Life, has joined In- 
ter-Ocean Ins. Co. as associate counsel 
in charge of the company’s home office 
legal division. 











INSURANCE COMPANY 
HOME OFFICE « LOS ANGELES 


NOW - ANOTHER OCCIDENTAL 
GROUP FIRST ! 





NOW — FOR THE FIRST TIME ANYWHERE — 
in this one compact kit — Group Major Medical for 
10 to 50 lives in package form — with $10,000.00 
maximum benefit — written either standing alone 
with optional $50 or $100 deductible and 80/20 co- 
insurance — or superimposed on any of our seven 
new 10-Plus package plans of basic hospital and 
surgical benefits, for 10 to 50 lives. 


It’s all here in this one kit — ready, willing and able! 


OF CALIFORNIA 
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H donment of misleading advertising is New officers 

FTC Examiner Would not enough to justify dropping a com- and directors of 

Drop Charge Against plaint against an insurer. the mown ,eents 
, : : associa 

Auto Owners of K. C. Examiner Cox said that over its en- ae maneaull 


WASHINGTON—An order of Fed- 
eral Trade Commission Examiner Cox 
would dismiss the charge of false and 
misleading advertising against Auto 
Owners Safety Ins. Co. of Kansas City. 
He said that though the advertising 
on which the complaint was based is 
misleading it has been abandoned. 

However, the FTC can reverse this 
action. It has already held that aban- 


tire existence Auto Owners had tried 
consistently to cooperate with the FTC 
by submitting its advertising and mak- 
ing changes to meet suggestions of the 
FTC staff. This cooperation can be ex- 
pected to continue and there is no 
basis for supposing the company will 
resume the objectional advertising, he 
said, hence there would be no point in 
issuing a cease and desist order. 





BERKSHIRE EXTENDS 


“SPECIALS” 
CONCEPT T0 


JUVENILES 


Most complete Juvenile line 





Berkshire brings you opportunities . . . as never before in the history of the 
industry . . . to increase your volume in the lucrative, mushrooming juvenile 
market! Seven new low-cost “J-15” plans with $5,000 minimums, together with 
nine $1,000 minimum plans, make our Juvenile range among the most com- 
plete, flexible and price-appealing in the entire industry. There’s a saleable 
juvenile “special” for every prospect: “5 for 1 at 21” Progressive Security; Life 
Paid Up at 65; 20 Pay Life; 20 Year Cash Benefit; Cash Benefit at 18; Cash 
Benefit at 65; 20 Pay Cash Benefit at 65. See the Berkshire General Agent near- 


est you for all the interesting details on how you can get your share of this market. 





PITTSFIELD, MASS. 


Life, Annuities, Pension Plans and Accident & Sickness 


in the industry is now the 
most appealing . . . highlighting 


seven unusual “Specials’’! 


RKSHIRE 


LIFE INSURANCE Co. 


e A MUTUAL COMPANY e 1851 








vice-president; William B. Hoyer, Columbus, O., secretary. Second row, are 
Directors Howard H. Cammack, Albany; William F. Grace, New Orleans; (¢, 
E. Drury, Dayton O.; E. J. Clark, Baltimore; and Guy L. Foster, past president 


of the association. 


Front row (left to 
right): Edward E, 
Beason, Birming. 
ham, _ treasurer; 
Anthony J. Klug, 
Rochester, Ist 
vice - president; 
Robert B. Pitcher, 
Boston, president; 
George H. Plante, 
Cleveland, 2nd 








Arkansas Life Groups Back 
Efforts for Tighter Laws 


Life insurance organizations in Ar- 
kansas have made known their inten- 
tions to support and cooperate with a 
committee appointed by Gov. Faubus 
to draft legislation to tighten the 
state’s banking and insurance laws. 
Gov. Faubus appointed the committee 
to work with Commissioner Combs 
and Bank Commissioner Simpson in 
an effort to increase capitalization re- 
quirements for new stock insurance 
companies. 

Mr. Combs and Mr. Simpson have 
criticized unbalanced stock selling ra- 
tios of some of the new companies 
formed in Arkansas in recent months. 
The officers of one insurer bought 
stock at $1 a share and sold it to the 
public for $15 a share. 

Chairman of the five-man commit- 
tee is Edwin Johnson, an attorney from 
Rogers. Life organizations in Arkansas 
that have indicated their backing of 
the committee include Arkansas Assn. 
of Life Underwriters, Little Rock Gen- 


eral Agents & Managers. Assn., Ar- 
kansas Life Leaders Round Table, and 
13 local life associations, including Lit- 
tle Rock Life Underwriters Assn. 





Kan. Clarifies Question 


Under Group Limit Law 


Kansas, which has a 20/40 group 
limit law, has issued an opinion de- 
claring that income derived from own- 
ership of stock cannot be considered 
as salary in determining the maxi- 
mum amount of group coverage an 
employe would be eligible for under 
the group law. 

The question arose when it was 
asked whether an individual making 
$15,900 a year and receiving from his 
company another $12,000 a year in 
stock dividends could figure in the 
stock dividend as salary to make him 
eligible to purchase $40,000 of group 
insurance. The Kansas_ department 
said it was its opinion that the lan- 
guage in the group life insurance law 
was intended to reflect only compen- 
sation arising out of the employer- 
employe relationship. 





HOME OF 


(onfident 


Living 








Complete portfolio of Life and S&A... outstanding 
package exclusives . . . Junior Estate builder... 
automatic Waiver . . . $10-per-thousand Disability 
Income ... Non Cancellable S&A (to 65)... 
comprehensive mass coverages . . . progressive mer- 
chandising . . . professional training . . . exclusive 
performance bonus. Ask for Confident Living bro- 
chure “‘BO-321’’. : 


NORTH AMERICAN Sifje and Casualty Zanpary 


H. P. Skoglund—President « J. E. Scholefield, CLU—Vice President, Director of Agencies 


@ @ @ @ OVER HALF A BILLION OF LIFE INSURANCE IN FORCE @ @ @ ® 


HOME OFFICE 
MINNEAPOLIS, 
MINNESOTA 
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‘Mr. MDRT’ Takes 
13.4 Years to Qualify, 


Detroit Survey Shows 


“Mr. MDRT” of the Detroit area 
puts 13.4 years into the insurance bus- 
iness before qualifying for the Million 
Dollar Round Table, a survey by the 
Detroit Life Underwriters Assn. 
showed. The association questionnaire 
gathered facts from 41 MDRT mem- 
pers in the Detroit area in an effort to 
get a composite picture of what the 
average MDRT member looks like. 

The 41 agents collectively paid for 
almost $70 million, with an average 
production per man of just under $1.7 
million. The average Mr. MDRT has 
qualified five times, while six mem- 
bers have made the goal 10 times. Al- 
though these agents have written 
many large cases, the average life in- 
sured is $14,724. ; 

The average age of Mr. MDRT is 
48.3 years. None of the agents polled 
were under 30, but 10 were between 
30 and 39, while five MDRT members 
were over 60. 

Generally, Mr. MDRT has sold in- 
surance for a number of years. The 
representative MDRT man has been 
in the business 20.1 years, although 
one member sold his million before he 
had completed two years. Most of 
these men entered the business at 28, 
however, extremes were recorded with 
one youngster coming in at 18 and 
three beginning at 40. 

All but two of these men are high 
school graduates, but only 17 out of 
the 41 were graduated from college. 
Fourteen MDRT men hold CLU 
diplomas. 

Mr. MDRT’s faith in his product can 
be attested by the amount of life in- 
surance he carries on himself. He av- 
erages $106,000 and 40% of his col- 
leagues insure themselves in excess 
of $100,000. These leading agents find 
insurance selling profitable, too, since 
figures show an average annual in- 
come of over $40,000. Thirty-five per- 
cent of these men pocketed better 
than $50,000 per year. 





Michigan Assn. Stages 


Annual Sales Caravan 


Michigan Assn. of Life Underwriters 
staged its annual “sales caravan” this 
week, starting in Grand Rapids and 
winding up in Lansing and Jackson. 
Other cities visited were Kalamazoo, 
Frankenmuth and Detroit. 

Kenneth K. Anderson, managing ed- 
itor Insurance R&R, appeared as the 
major speaker on th esubject “Targets 
of Opportunity.” He was accompanied 
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CONSULTANTS 


O'TOOLE ASSOCIATES 


Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 


BOWLES, ANDREWS & TOWNE 
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by Harry N. Phillips, state association 
president, who outlined problems con- 
fronting the organized underwriters. 





Managers Look for Curious 
Agents, Texas Assns. Told 


Curious men who want to know 
how, what, and why are agents that 
managers and general agents are look- 
ing for, W. T. Spencer, general agent 
for American National at Wichita 
Falls, Tex., told a regional sales con- 
gress at Temple sponsored by Heart of 
Texas Life Underwriters Assn. and 
Central Texas and Waco 


centrated on developing habits which 
bring success. 

“The manager looks for the unusual 
man, men of talent who are dissatis- 
fied, men who want to get other men 
to act, men who will work. The spark 
of genius without work is a night- 
mare,” he said. 

Another speaker, M. T. Utley, vice- 
president and agency director of 
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Speakers who 
addressed a Heart 
of Texas Life Un- 
derwriters Assn. 
regional sales con- 
gress at Temple 
are, left to right, 
Truman S. Head, 
Southland Life; 
M. T. Utley, ag- 
ency vice-presi- 
dent of American 
Founders Life; 





Ford Munnerlyn, agency vice-president of American General Life; C. F. Mc- 
Spadden, Southwestern Life; Electra, Tex., and W. T. Spencer, American 
National, Wichita Falls, vice- president of Texas Assn. of Life Underwriters. 








American Founders Life, refuted the 
conception that only the man who 
could afford to buy insurance is a 
prospect. Mr. Utley said people are 
constantly buying things they cannot 
afford to buy. “Nearly everything I 
buy is something I cannot afford to 
buy. Why not life insurance?” he 
asked. 


BUFFALO—Davis W. Gregg, president of 
American College, spoke on “The Power of 
Ideas.”” CLU designations were conferred on 
five men and LUTC certificates were awarded 
to 12. 

Davenport, Ia.—The association will hold its 
fall sales congress at the Blackhawk hotel, 
Nov. 20. Speakers include John Kennedy of 





OUR AIMS ARE 


SIMPLE 


We just aspire to be known as a 
Company which is: 
A good “citizen” and a good neighbor 
in each community where we operate. 


A good place to work with security 
and opportunity. 


A good place to buy Life Insurance. 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 


Penn Mutual; Ed Lienke of Connecticut Gen- 
eral, Minneapolis; Harold Winter, agency vice- 
president of Union Central; Russ Steger, gen- 
eral agent of New England Life, Chicago, and 
Ben Sekt of New York Life, Sioux City. 





Stuttgart, Ark.—J. G. Brown is the new 
president. Other officers are Harry Aeilts, 
vice-president, and Melvin Hicks, secretary- 
treasurer. 





ELMIRA, N. Y.—Joseph H. Morrow, man- 
ager of Equitable Society at Syracuse, spoke 
on “Humanics in Selling.’ 








General agents and other field su- 
pervisory personnel of Midland Mu- 
tual this week attended a fall man- 
agement conference at Grandville, O. 
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Here’s a recommendation that can mean more business 
for you placed with less time and trouble. Our wide experience 
permits coverage of a broad group of impaired lives including 
select diabetic and coronary cases. In fact, our Branch Offices 
can advise you on the requirements and probable action on 
more than 700 abnormalities. 

Next time you have a problem case let Manufacturers 


Life’s pace-setting underwriting go to work for you. 


FOR MORE INFORMATION CONTACT ONE OF OUR BRANCHES 

IN THE FOLLOWING CITIES: 

BALTIMORE * BOISE * CHICAGO « CINCINNATI * CLEVELAND * COLUMBUS 

DETROIT * HARTFORD * HONOLULU * LANSING « LOS ANGELES 

MINNEAPOLIS * NEWARK «© PHILADELPHIA ¢ PITTSBURGH * PORTLAND 

SAGINAW « SAN FRANCISCO « SEATTLE « SPOKANE * WASHINGTON, D.C. 
Also licensed in Arizona, Delaware, Florida, Virginia and West Virginia 
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Insurance in Force over $440 Million 
Assets ever $140 Million 


COMPANY 
HOME OFFICE DES MOINES, IA. 











Tex. Life Convention 
Hears Ecker Oppose 
Variable Annuities 


Opposition to issuance of variable 
annuities by life insurance companies 
on the ground that “we must not put 
in jeopardy the wonderful reputation 
enjoyed by this great business of ours” 
was voiced by Frederic W. Ecker, pres- 
ident of Metropolitan Life, at the 
Texas Life Convention in Dallas last 
week when some 250 attended three 
open sessions, a joint luncheon and 
an executive meeting. 

Members re-elected K. Homan Eas- 
ley, secretary Amicable Life, president 
of both the Texas Life Convention and 
the senior section of TLC. Glen Wal- 
lace, vice-president Great American 
Reserve, was advanced to chairman of 
agency section, and W. Dawson Ster- 
ling, Southwestern Life, was named 
chairman of associate section of junior 
officers. 

Mr. Ecker emphasized that variable 
annuity contracts, which are based on 
investments in common stocks, are 
contrary to the traditional philosophy 
of the life insurance business in that 
the entire risk is transferred to the 
purchaser, and that they would pave 
the way for federal intervention 
through economic controls. 

He said: “The life insurance busi- 
ness should be in the vanguard of 
those fighting inflation wherever and 
whenever it arises. It should not cast 
aside all that it has stood for over the 
years to ride with the wind of a war- 
induced inflation.” 

Mr. Ecker dwelt particularly on the 
factor of common stock holdings, say- 
ing: “I do not believe it to be in the 
public interest for life insurance com- 
panies to control American industry 
or any segment of American industry, 
or even to put themselves in the posi- 
tion of being accused of such control.” 

He also pointed out that if courts 
uphold the contention of the Securi- 
ties & Exchange Commission that var- 
iable annuities are securities, then the 
“issue of such contracts would pre- 
sumably come under federal supervi- 
sion as well as state. 

“This subject of variable annuity 
contracts may well also have a bear- 
ing on federal taxes. The argument is 
made that the variable annuity would 
provide a tax advantage not afforded 
those investing in common stocks di- 
rectly or through the medium of mu- 
tual funds. Whether or not this be so, 
it is certainly probable that if any ad- 
vantage of this nature were provided, 
it would not be too long before the 
taxing authorities would take steps to 
correct it.” 

Other convention speakers were 
William E. Rhodes, million-dollar pro- 
ducer of Fidelity Union Life, who 
spoke on “What’s Wrong with The 
Home Office from The Agent’s View- 
point,” and Newman E. Long, Dallas, 
manager of Great-West Life, whose 
subject was “A Gem of a Manager.” 

The senior section also got an in- 
sight into problems in the oil and gas 
industries from Jake L. Hamon, chair- 
man of American Petroleum Institute, 
who asked the life executives to sup- 
port other private enterprises in their 
programs to improve conditions on a 
national level. 

Another item of business was adop- 
tion by the agency section of a mo- 
tion by Ford Munnerlyn, vice-presi- 
dent American General Life, authoriz- 
ing appointment of a special commit- 
tee to draft a code of ethics for agency 
officers of the Texas Life Convention, 
subject to approval at next year’s 
spring meeting. 


says Dorothy Wen- 
dell, wife of Ben 
Wendell (A. E. Kraus 
General Agency, Los 
Angeles, California) 


“Yes, ‘Ceiling’s unlim- 
ited’ our General Agent 
told Ben when he began 
with Pacific Mutual. I 
thought he meant just 
earnings—and it sounded 
good anyhow. But now 
we know he meant much 
more, and we’re both 
thrilled about the sales 
aids and advanced train- 
ing Ben’s getting — im- 
portant things leading 
to a better sales record 
each year of his career.” 


Dorothy Wendell has 
accompanied her 
husband to each Big 
Tree Top Star Con- 
ference held to date 
—four years. 


LIFE INSURANCE COMPANY 
PACIFIC MUTUAL BUILDING 
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Your Mutual 
Benefit Life 


Man says: 


X 


i, 





out of 10 


suecesstul 
men want 
custom- 


built life 
insurance.” 





That’s where Mutual Benefit Life 
men like David P. Carroll of San 
Francisco, really shine—meeting 
the “custom-built” life insurance re- 
quirements of successful men who 
can’t be pleased with the usual 
“ready-to-wear” variety. Because 
they’re equipped to do a better job 
for clients, they do a * 

a better job for 
themselves as well! 
The Mutual Bene- 
fit Life Insurance 
Company, New- 
ark, New Jersey. 





| 5 Hartford Companies 
| Make Large Donations 
to Trinity College 


Five life companies with home of- 
fices in Hartford have made substan- 
tial gifts to Trinity college in that city 
to strengthen the college’s mathemat- 
ics department. 

Aetna Life contributed $65,000 while 
Connecticut General and Connecticut 
Mutual gave $35,000 each. These gifts 
are to further endow the mathematics 
department. 

Phoenix Mutual gave a $775 schol- 
arship for mathematics study and a 
$775 unrestricted grant annually for 
four years. Travelers made a $6,000 
grant which it hopes to renew on the 
previously announced basis. 

Peter M. Fraser, chairman of Con- 
necticut Mutual and a leader in the 
Trinity development campaign, said 
assistance to the mathematics depart- 
ment is vital not only to the actuarial 
and other professions but also to the 
community, state and nation. 


Mutual of Omaha Eastern 


GAs Elect Long Chairman 


D. A. Long, general agent for Mu- 
tual Benefit H.&A. and United Benefit 
Life at New Haven, was elected chair- 
man of the companies’ Eastern Gen- 
eral Agents Assn. during the annual 
convention at Castle Harbor, Bermuda. 
Mr. Long succeeds Gordon McCown of 
Manchester, N. H. Leo McManus of 
Pittsburgh was elected secretary. 

The program for the three-day 
meeting consisted of discussion groups 
led by various members of the associa- 
tion on specific problems of agency 
management. Principal topics includ- 
ed recruiting and training, incentive 
bonuses, advertising and conservation. 


Beneficial Standard Stockholders 
Ask Public Sale of 290,000 Shares 

Beneficial Standard Life has filed 
with Securities & Exchange Commis- 
sion a statement seeking registration 
of 290,000 shares of $1 per value com- 
mon stock. The shares are owned by 
selling stockholders and would be of- 
fered for public sale through under- 
writers headed by Lehman Bros. Of- 
fering price and underwriting terms 
will be filed in a later amendment. 
The company will not receive any pro- 
ceeds of the sale. 

The selling stockholders are Su- 
sanne Earle Morgan, Honolulu, who 
will sell 40,000 shares; Marilew Earle, 
Los Angeles, 40,000 shares; Steven J. 
Earle, Los Angeles, 60,000 shares; 
Cathy Lee Pattiz, Beverly Hills, all 
but 40,360 of her 115,360 shares, and 
Henry A. Pattiz, Beverly Hills, all but 
40,520 of his 115,520 shares. Susanne 
Morgan, Marilew and Steven Earle, 
selling all their holdings, are children 
of Joy C. Earle, executive vice-presi- 
dent and director of the company. 
Cathy and Henry Pattiz are children 
of Oscar S. Pattiz, president and di- 
rector. All directors and officers, as a 
group, own 266,200 shares of the out- 
standing stock, none of which is in 
the offering. 











‘Support for Dependents’ Still 
the Big Reason Why They Buy 

“Support for dependents” is cited 
by 85% of those interviewed as the 
chief reason for owning life insur- 
ance, in a nation-wide sample survey 
of consumer attitudes on life insur- 
ance made for the Institute of Life 
Insurance. 

Next in importance is the use of in- 
surance to provide “clean-up funds,” 
cited by more than four out of five of 
those questioned. 

Following in rank of importance are 
“retirement income,” “saving,” “edu- 
eation of children,” and “mortgage re- 
payment.”’ 




















An Unustal 
Investment Opportunity 


Men saving for retirement find Jefferson Standard’s Op- 
tional Retirement Plan an exceptional investment oppor- 
tunity. Guaranteed income is combined with personal 
protection and the assurance of a bigger profit as a result 
of Jefferson Standard’s unequalled record for high earn- 
ings on invested assets. This better return on dollars 
invested for retirement income is another selling ad- 
vantage the Jefferson Standard agent enjoys . . . another 
BIG PLUS for Mr. 4%. 


Jelterson \tandard 


LIFE INSURANCE COMPANY Home Office: Greensboro, N.C. 
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ITS LAURELS 

Although its producers have long enjoyed the competitive 
advantages of: 

@ Low Net Costs 

@ Flexible Settlement Options 

@ Net Level Premium Reserves 

© A Strong Surplus 
Mutual Trust is continually improving its net cost position and 
introducing new and progressive contracts which have decided 
buyer appeal. There are still a few agency opportunities open 
for developing new territory and in replacing 
veterans who are retiring after long years of 
successful service. 
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Mutual Trust operates in: 


Cal., Conn., ta., Ill., Ind., Mass., Me., Mich., 
Minn., N. H., N. J., N. Y., N. D., Ohio, Ore., 
Pa., R. |, Vt., Wash., Wis. 
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Franklin Life Launches 


Annual President's Drive 


Franklin Life launched its annual 
President’s drive Oct. 15, the most im- 
portant sales campaign of the year. 
The campaign will continue through 
Nov. 30. Each year the drive, which is 
conducted in the honor of President 
Charles E. Becker, has set a new record 
of production. The four top winners 
and their wives will be awarded all- 


expense trips to the Franklin home 
office at Springield, Ill. A rotating 
trophy, the President’s cup, is awarded 
each year to the top volume producer 
in the campaign. In addition other 
prizes are awarded to “quota busters.” 
Special emphasis is being placed on 
special plan sales of $5,000 and up. 





The Milton Altschul agency of Postal 
Life in New York City has moved to 
the Woolworth building, 233 Broad- 
way. 
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UNPARALLELED AGENCY FRANCHISES OFFERED: 
AGENCY VICE PRESIDENT 
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CALIFORNIA ILLINOIS (Cont. B 
COATES, HERFURTH & CHASE Penge ems & CO. 
Consulting Actuaries 
ENGLAND “- 
CONSULTING ACTUARIES Insurance Accountants 
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INDIANA & 
NEBRASKA 











ALVIN BORCHARDT & COMPANY 


CONSULTING ACTUARIES 
INSURANCE ACCOUNTANTS 

3501 CADILLAC TOWER DETROIT 26, MICH. 

3194 WILLIAM OLIVER BLDG. ATLANTA, GA. 














Haight. Davis & Haight, Inc. 


Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Omaha 








Indianapolis 
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ILLINOIS 


CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 


Telephone CEntral 6-1288 

















NEW YORK 








Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 


116 John Street, New York, N. Y. 
































PENNSYLVANIA 
Harry S. Tressel & Associates Cerny Setuerten 
10 §,. LaSalle St 1 Chicees 3, Tlinoi E. P. HIGGINS AND 
Harry S$. “yan M.A.L.A, W. P. Kelly COMPANY 
M. Wolfman, F.S.A. A. Selwood (Frank M. Speak jates) 
M. A. Moscovitch, A.S.A. M, Karakof! Eugene P. Hi ggins Bou rse Building 
D. Sneed lL. Miler Clayton Willisns Philadelphia 6, Pa. 




















Policyholders Aged 
95-Plus Found to 
Own 1,050 Policies 


There are some 1,500 life insurance 
policyholders and annuitants in the 
United States over 95 years of age, 
the Institute of Life Insurance reports. 

The life insurance policyholders over 
95 number 900 and they own a total of 
1,050 individual policies. Most of these 
are policies that have been in force 
many years and thus are contracts 
which assume a lifetime of 96 to 100 
years. All such policies will make the 
full face amount available to the pol- 
icyholders at the maturity date. 

The oldest policyholder recorded is 
a man now over age 101 who has left 
at interest with his two companies 
the proceeds of his four policies 
amounting to $32,570. 

There are 600 annuitants 95 and 
over and they receive $500,000 of an- 
nual income. One woman annuitant, 
now aged 97, has already received an 
aggregate of approximately $2 million 
of annuity income. 


A. A. L. Sends $475 to Missions 
as Memorial to Late President 

A gift of $475 has been sent to the 
Lutheran missions in Algeria, Africa 
as amemorial to Le Roy G. Stohlman, 
vice-president of Aid Association for 
Lutherans. It was contributed by 
members of the 1955 A.A.L. Presi- 
dent’s Club, which consists of 85 top 
salesmen who each sold $500,000 or 
more of life insurance and met other 
qualifying requirements in 1955. A 
plaque commemorating the gift has 
been presented to Otto C. Rentner, 
new president of A.A.L. 


N. Y. Life Holds Group School 

Eighteen young men who have com- 
pleted six months to a year of on-the- 
job training as New York Life group 
sales representatives at 17 different 
group offices attended five days of 
school at the home office. 

Instruction covered underwriting, 
administration, sales and service of 
group. Anthony F. Noll Jr., manager 
of group sales, handled the meeting 
arrangements 











NBC Correspondent Reports on 
Life Insurance Owned in Russia 

In his weekly report on “This is 
Russia,” Irving R. Levine, NBC’s news 
correspondent in Russia, touched on 
life insurance in Russia. Life policies 
are not too widely held, because with 
most women working and with the 


state providing for pensions and other 
social security, there’s less need for 
the head of a family to take measures 
to provide for members of his family 
in case of death, Mr. Levine said. 
However, there’ s a low-rate life pol- 
icy which pays only for death from 
natural causes, and a higher rate pol- 
icy for death by natural causes or by 
accident, Mr. Levine pointed out. 


253,325 Women Apply 
for New SS Benefits 


A total of 253,325 women between 
the ages of 62 and 65 have applied for 
social security benefits which start 
Nov. 1 under the new law lowering 
from 65 to 62 the age at which women 
begin drawing retirement benefits. 

An estimated 600,000 of the 823,000 
women eligible for benefits at the low- 
er ages are expected to apply by year’s 
end. Widows and dependent mothers 
of workers covered by OASI may ob- 
tain full benefits at 62, 63 or 64, while 
women workers and wives of retired 
workers may collect full benefits at 65 
or take permanently reduced benefits 
at 62, 63 or 64. 

Nearly all eligible widows and de- 
pendent mothers are expected to ap- 
ply for the new benefits because they 
would gain nothing by waiting. Their 
benefits are three-fourths the amount 
for which the covered worker quali- 
fied. 

Wives of retired workers are en- 
titled at 65 to a supplemental benefit 
equal to half their husbands’ benefit. 
Wives’ benefits now average $33.50 a 
month. But if wives start collecting 
at 62, their monthly benefits will be 
cut 25%, with smaller reductions if 
they start drawing benefits at 63 or 64. 

Working women with their own so- 
cial security accounts will take a 20% 
cut in monthly benefits if they retire 
at 62, with smaller reductions for re- 
tirement at 63 or 64. 








Fitzgerald Gives His Ideas 


of a Good Board Meeting 

Edmund Fitzgerald, president of 
Northwestern Mutual Life, addressed 
a conference of directors for small 
companies at Marquette university and 
gave this advice: 

“Start your board meetings on time; 
get up an agenda and stick to it; keep 
things rolling; close on time. Once it’s 
known that you start when the clock 
strikes, it’s surprising how many show 
up on time,” Mr. Fitzgerald explained. 

“If a fellow is not at a meeting, I al- 
ways send him a letter, in addition 
to the minutes, telling him what went 


ion. I always say how many were pres- 


ent and maybe make him a little 
ashamed.” 











GOLDEN 


JUBILEE 


Gust thought you would the to bows... 


© The availability of a complete line of both Life Insurance and Accident & 
Health Insurance in the same Company is one reason our production records 


are at an all time high . . . and a big 


reason so many members of our Field 


Force are currently qualifying for the GOLDEN ANNIVERSARY JUBILEE to be 


celebrated at the Edgewater Beach Hotel, 


September 4, 5, 6, 1957. 


Chicago, GE Me 


NORTH AMERICAN LIFE our 


Fuasurance Company 


NORTH AMERICAN BUILDING 


OF CHICAGO 


ee 


CHICAGO 3, ILLINOIS 





Life Insurance » Complete line of Accident & Health Contracts 
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COMPANY & AGENCY CHANGES 











1958 | october 26, 1956 
other 
d for 
family 
a 
d. 
e pol- 
from — 
my Pe American Life of N. Y. 
. Randolph E. Brown, Paul E. Van 
Horn, Alfred H. Hunt and Albert H. 
Russell have been elected vice-presi- 
dents. John C. Barrows was named 
comptroller and Alanson R. Fredericks 
general counsel. Mr. Russell continues 
tween [25 secretary and Mr. Hunt becomes 
ed for | treasurer. Mr. Brown will handle gen- 
Start | oral executive assignments and Mr. 
yering Van Horn will supervise the develop- 
omen ment of new business. These officers, 
us. excepting Mr. Van Horn, also are of- 
23,000 ficers of American Surety, parent or- 
low- ganization of the new life company. 
year’s Mr. Van Horn recently resigned as 
thers agency director of Guardian Life, a 
y = post he held for 2% years. 
W. e 
tired Continental Assurance 
at 65 Ce Hugh S. Betts 
nefits . Jr. has been 
, named director of 
1 de- career agencies. 
) ap- He began as an 
they agent eight years 
Their ago, followed by 
.ount promotions to unit 
juali- manager, trainee 
supervisor, senior 
en- supervisor, gen- 
nefit — eral agent and 
—a Hugh S. Betts Jr. | state manager. 
ine Central Standard Life 
- ¥ Edward J. Linderman has been ap- 
r 64 pointed director of district office 
1 S0- agencies for Central Standard Life. 
20% This new department combines the 
etire operations of the company’s inter- 
> re- mediate and industrial divisions. Mr. 
Linderman, director of intermediate 
agencies for the past several months, 
has been with Central Standard since 
1947 and was superintendent of agen- 
cies, industrial division, for four years. 
of His background includes 11 years with 
ssed Prudential as agent and assistant dis- 
mall trict manager. 
and | Massachusetts Mutual 
ime; Wiliam R. Hannah and Roy E. Sim- 
keep mons have been promoted to assistant 
it’s comptrollers and Howard D. Mosher 
lock has been named manager of the calcu- 
how lation department. Mr. Hannah joined 
ined. the company in 1934 and was named 
[ al- manager of the accounting department 
ition in 1953. Mr. Simmons joined in 1926 
vent and was named assistant manager of 
res- the premium accounting department in 
ittle 1947. Mr. Mosher joined the calculation 
department in 1929 and has been as- 
— sistant manager since 1953. 
Old Line Life 
Robert H. Jordan has been ap- 
pointed associate actuary. He has been 
with Equitable Society since 1950, 
working in the statistical, group annu- 
ity, policy forms and mathematical 
bureaus. His former company elevated 
him to assistant actuary in May. 
life of America 
Arthur W. Willcox has been ap- 
pointed vice-president in charge of 
underwriting. He entered the business 
t & with Metropolitan Life, where he held 
yrds several posts dealing with the admin- 
‘eld istration of ordinary life business. 
be | John Hancock 
Robert M. Shea has been promoted 
ual to assistant counsel. He joined the law 
department as an attorney in 1951. 
Northwestern Mutual Life 
Norman K. Bishop, formerly with 
the Portland Ore. agency, has been 
named manager at Spokane. He will 
Succeed Bert B. Boyd,with Northwest- 
ern Mutual for 27 years, the last eight 
as Spokane general agent, who is re- 
tiring due to ill health. Mr. Bishop has 
been with the Portland agency since 
— 1951. As a leading personal producer, 


XUM 


he has won several company sales 
honors. 


Continental Assurance 


The Allanson agency, Valparaiso, 
Ind., has been appointed general agent 
by Continental Assurance. Agency 
principals are Oscar L. Allanson, Al- 
len S. McKellips, and Louella M. Hall. 
James B. Elliott, formerly with the 
Continental Assurance field services 
department, is joining the agency as 
life department manager. 


Midland Mutual Life 


Robert R. Ullom has been appointed 
general agent in Norfolk, Va. He will 
represent the company in 13 Virginia 
counties. Mr. Ullom entered the in- 
surance business as an agent for Lin- 
coln National Life, and prior to join- 
ing Midland Mutual Life, he was assis- 
tant manager for State Mutual Life in 
Norfolk. 


Travelers 


Charles W. Deter and Brian W. 
Holmes have been promoted from 
agency service representatives to field 
supervisors at Sioux City, Ia. and St. 
Paul respectively. Roger R. Warner 
and Robert E. Halgren have been 
named agency service representatives 
in Springfield, Mass. and Duluth re- 
spectively. 


Connecticut General 


Stephen D. Hannigan has_ been 
named brokerage consultant at the 
Broadway office in New York City. 


Atlantic Life 


Thomas E. Sam- 
uels and James A. 
McDevitt have 
been _ appointed 
general agents in 
Memphis and 
Wilmington, N.C., 
respectively. Mr. 
Samuels___ entered 
the business with 
American United 
Life 11 years ago 
and joined Provi- 
dent Mutual as 
general agent in 
1949. He is presi- 
dent of Memphis 
Life Managers Assn. and a director of 
Memphis Assn. of Life Underwriters. 
Mr. McDevitt entered the business 
with State Capital Life in 1949 and has 
been manager of Occidental Life of 
Raleigh. He is a CLU. 


Security-Connecticut Life 


Juan F. Davila has been appointed 
manager in Denver to manage life in- 
surance operations in Colorado. He 
has operated his own brokerage busi- 
ness since 1951, representing Security- 
Connecticut companies. He previously 
was Denver district manager of Sec- 
curity Life & Accident of Denver. 


RECORDS 


SOUTHWESTERN LIFE—Paid for 
business in the first nine months of 
1956 amounted to $167,171,672, a 24.3% 
increase over the same period in 1955. 
The company’s insurance in force as 
of Sept. 20 totaled $1,432,608,691, a 
nine-month gain of $92,089,064. 

NORTHWESTERN MUTUAL LIFE 
—for the first nine months of 1956 to- 
taled $519.5 million, 19% ahead of the 
company’s previous high sales figure 
for the nine-month period, recorded 
in 1955. Assets at the end of the nine- 
month period stood at $3,528,726,000, 
5% above those for the third quarter 
of last year. Total mortgage loans 





T. E. Samuels 








were $1,087 million, up 14% from the 
last Sept. 30 figure. Policies in force 
on Sept. 20 numbered 1,587,961. Their 
total face value stood at $8,284,184,920, 
compared with the Sept. 30, 1955, 
over-all figure. 








Urges Legal Consultation 


for Estate Planning 
(CONTINUED FROM PAGE 11) 

filled in. The company would not ac- 
cept actual execution of this specimen, 
but it did not question the source of 
the retyping if the tailored specimen 
were copied verbatim. This practice 
was discussed by a state conference, 
in accordance with principles estab- 
lished by the national conference. The 
company voluntarily suggested use of 
only general specimens in future cases, 
with illustrative figures that could not 
possibly apply to any case. The com- 
plaining lawyer attended the recent 
national conference in Dallas, and said 
that the company was outstandingly 
cooperative and did more to correct 
the practice complained of than it 
could have been required to do. 

Another eastern company prepares 
in its home office a complete estate 
planning analysis. Facts are obtained 
on a questionnaire supplied the agents. 
The anlysis covers minute details of 
the estate, its assets, and its problems, 
and suggests specific solutions. There 
are detailed suggestions on such items 
as the amount of gifts the husband 
should consider making to his wife 
each year to reduce his estate, changes 
of title from joint to individual hold- 
ing or vice-versa, and the form of 
marital deduction clause to include in 


the husband’s will. A subcommittee is 
now studying this case. 

“Neither your joint committee, nor 
our ABA confreres pretend to know 
what the precise rules should be, or 
how the concept of estate planning 
may develop in the years ahead,” said 
Mr. Redeker. “Deane Davis (president 
of National Life of Vermont) has sug- 
gested that it may one day become a 
recognized specialty field subject to 
special licensing requirements. Harri- 
son Tweed (prominent New York law- 
yer) urges iawyers to specialize by 
voluntary action now. In what might 
well be a transition period, we iaw of- 
ficers can profitably examine vur com- 
pany field practices. Estate planning 
procedures can so easily and so unin- 
tentionally move into the danger zone. 
We can be sure of avoiding the ‘gray 
area’ by suggesting reasonable limita- 
tions with wide margins.” 





New California Insurer Sells 
Bulk of Stock to Agents 


Protective Security Life, newly in- 
corporated in California as a life and 
disability insurer, has been granted 
permission to start writing A&S bus- 
iness in that state. The company has 
been authorized to sell 100,000 shares 
of its $10 par value stock at $25 a 
share. The company, which plans to 
offer the bulk of its stock to insurance 
people in California, believes it is the 
first time a California life company 
ever has attempted to finance itself 
by the sale of its stock to agents. 





United Life & Accident has entered 
California. E. T. King, San Francisco, 
has been named agent for the state. 
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Paul Reichart, Vice President in Charge of Soles 


Life Insurance Company of America 


Wilmington 99, Delaware « Telephone: Olympia 4.2474 


instead of promises .... 
check into this two-fisted 
money-making proposal 
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GENERAL AGENTS and BROKERS in 
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Brown Comments on 


Bank-Loan Controversy 
(CONTINUED FROM PAGE 3) 
Assn., said Mr. Brown, was _ given 
“nearly 30 minutes” to state its rea- 
sons for amending the report but could 
not persuade any of the committee 
members present to offer a motion to 
implement the association’s request. 

It is Mr. Brown’s opinion that if the 
New York City association was unable 
to persuade one of the seven commit- 
tee members to move to amend the 
report, “it is perfectly obvious that 
their case -was not a strong one.” (The 
New York City association, inciden- 
tally, has no connection with the 
group that has been formed to protect 
the present tax-sheltered status of the 
bank-loan plan. After their efforts lost 
out in the national council, the New 
York City association dropped the 
matter.) 

After the bank loan plan’s propo- 
nenis lost their case in the national 
council, some of them (but not repre- 
senting the New York City associa- 
tion) suggested to certain board mem- 
bers, according to Mr. Brown, that 
any discussion of internal revenue 
code sec.ion 264, which disallows de- 
duction of interest on single premium 
bank loan plans might be harmful to 
life companies in their income tax 
negotiations. 

“The argument is utterly ridiculous 
to anyone familiar with legislative 
procedures,” Mr. Brown commented. 
“However, two or three members of 
the board who were unacquainted 
with the subject became alarmed and 
persuaded the board at a late session 
Sept. 26 to request the committee on 
federal law and legislation to recon- 
sider the bank-loan plan section of its 
report. 

“TI heard about the board’s action 


after the board had adjourned. When 
I was told the reason I refused and 
called attention to the fact that it was 
a trumped-up point to confuse pro- 
ceedings. Trustees who were influ- 
enced by the argument should not be 
criticized, because the bank-loan plan 
people did make it sound plausible 
and only a knowledge of legislative 
procedures would have overcome that 
argument. One cannot expect every 
trustee to be fully informed on this 
very specialized subject. My refusal 
to reconsider was based also on still 
another ground. 


“One of the most active participants 
in the bank-loan plan group is the 
president of a life insurance company. 
Because of his position, his opinion 
carried considerable weight with cer- 
tain trustees. I told members of the 
board that I would have been perfectly 
willing to debate the subject with him 
at an open board meeting. If they felt 
they had a case, that is the way they 
should have presented it to the board 
and not by buttonholing individual 
trustees in the lobby. With an oppor- 
tunity to rebut I would have had no 
fear about the outcome. In short, there 
was no new evidence which warranted 
consideration and I strongly objected 
to pressure by a life insurance officer.” 

Mr. Brown’s final comment was 
that all the points raised by the bank- 
loan proponents “can be answered and 
will be answered at the appropriate 
time.’ He did not identify the life com- 
pany president whose “pressure” he 
objected to. 





Louisville General Agents & Mana- 
gers Assn. held its first fall meeting 
recently. Speaker was Richard S. Rust 
Sr., vice-president and secretary of 
Union Central Life. 





“He” is the Sound 


want it given. 
Ask for full ‘details 


CHICAGO 7 








“Tn! 


THE GREATEST LIFE 
| INSURANCE SALESMAN: 


Never gets on the defensive, 
Never has to fight to get in with his sales talk, 
Never has to contend with interruptions. 


to the eye and the ear simultaneously with 
a dramatized presentation, exactly as you 


O. J. McCLURE TALKING PICTURES 
1115 West Washington Boulevard 


CAnal 6-4914 


Slide-film, appealing 


ILLINOIS 








N. Y. City Underwriters 


Disavows Bank-Loan Link 
(CONTINUED FROM PAGE 3) 
bank-loan plan, we recommend that 
NALU oppose such sales except in 
such instances as the conditions and 
circumstances surrounding the case 
indicate that this is clearly in the best 
interests of the client, and where his 
particular needs point to this kind of 

solution to his problem.” 

The second critical paragraph of the 
report, stating that anti-bank-loan 
legislation is imminent, would have 
been omitted if the New York City 
recommendations had been followed, 
the association’s reason, as stated in 
its resolution, being that it “is in the 
nature of a personal guess by certain 
members of the committee and, we 
feel, has no place in an official report.” 





Order Indiana Insurer 
to Pay Back Stockholders 


Pan Protective Life of Gary, Ind., 
which has spent about $70,000 to set 
up its business, has been ordered by 
R. H. Foust Jr., Indiana _ securities 
commissioner, to dissolve its organi- 
zation and pay back any funds ob- 
tained from non-incorporators. Mr. 
Foust said the year-old insurers start- 
ed selling stock before receiving ap- 
proval of its petition to operate. Mr. 
Foust said the company issued 88,500 
shares at $2.50 a share. Of this, he 
said, the incorporators retained 53,000 
shares. 

Atlanta Council Elects Thurman 

James M. Thurman, general agent 
of Penn Mutual, has been elected pres- 
ident of Atlanta Life Insurance & 
Trust Council. Also elected “ were 
Frank Miller, vice-president and trust 
officer of Citizens & Southern bank, 
vice-president; William Heinz, Pilot 
Life, secretary and Thomas Slaughter, 
First National Bank, treasurer. 
Mount Vernon Life Holds Contest 

Mount Vernon Life, which recently 
changed its name from Union Casualty 
& Life, is holding a “man of victory 
election” from Oct. 1 to Nov. 9. 

Agents will receive one vote for 
each $10 of premium or fraction there- 
of produced. The producer accumulat- 
ing the most votes will be elected 
“man of victory 1956,” receiving a 
special award and the title of “high 
lama” for the “shangri-la convention.” 
The 10 runners-up will become “mem- 
bers of the grand .council”,.and: win 
prizes and special accommodations at 
















ee. if they qualify to at- 
tend. 

While all commissions count toward 
convention qualification, double credit 
will be given for applications sub. 
mitted with payment on policies is. 
sued during the period. 


N. C. OKs Conversion 


of Tarboro Association 


State Hospital Insurance Associg- 
tion of Tarboro, N. C., which has been 
trying to convert from a non-profit 
hospital service to a stock A&S com- 
pany for three years, has received per- 
mission to make the change. Commis. 
sioner Gold issued the license after q 
hearing showed the company had 
$264,264 in assets. 


23 Become CLUs in L. A. 


Twenty-three agents were designat- 
ed CLUs last week at a luncheon spon- 
sored by Los Angeles chapter CLU, 
Life Underwriters Assn. of Los Angeles 
and Life Insurance Managers Assn. 
Presenting the diplomas was Robert L, 
Woods, secretary of American College 
of Life Underwriters. 

Dr. Arthur G. Coons, president of 
Occidental college, and a member of 
President Eisenhower’s committee on 
education beyond high school, ad- 
dressed the new CLUs, telling them: 
“In my lifetime, this field of endeavor 
has been pretty much purged of the 
faithless, the frauds, the charlatans, 
Your job is to keep it so.” 


Mutual. Benefit Life to Build 
Parking Garage Near New Ottice 

Mutual Benefit Life will build a 3- 
deck parking garage back of its new 
home office building now under con- 
struction. The. garage will provide 
parking space for 804 self-parked cars 
and will cost in excess of $1% million 
for land and building. With full at- 
tendant parking, the garage will ac- 
commodate more than 1,100 cars, 
which would rank it as one of the 
largest facilities of its kind on the 
east coast. 











Barclay Retires from Mutual, N. Y. 

George F. Barclay, assistant con- 
troller of Mutual of New York since 
1949, has retired. 

Mr. Barclay, who has spent his en- 
tire business career with the company, 
joined it in 1907. He was named assist- 
ant auditor in 1938 and administra- 
tive assistant in 1946. He was feted 
at a party at the Henry Hudson hotel 
in New York. 


— JUST OFF THE PRESS — 


Handbook of Servicemen’s and Veterans’ Benefits 


, The federal laws are supplemented by regulations 
issued by the various uniformed services and by the 
Veterans’ Administration, making a clear concept of bene- 
fits difficult to obtain. This complexit 
many a veteran to ask, “To what benefits are my depend- 
ents and I entitled, and what are they worth?” 

This new R & R Handbook has two objectives. It shows 
how much death, disability and retirement benefits can 
be worth and how to determine who is eligible for them. 
It also explains how they can be used most effectively in 
building a program of financial security for an indivi 
and his famil 

This Handbook should be in the kit of every life insur- 
ance salesman. The price is only 60¢ per copy. 


of laws prompts 


y- 








Octok 








Elec 
Pinp 


pany 
IBM’s 
tronic 
units 
glass, 
meter 
is goil 
operat 
ture a 
must | 
or the 
nately, 
sephs 
ture 0 
tapes 
cause 
Actu 
unruff 
science 
doesn’t 
emit s 
place, 
white- 
the cc 
don’t « 
Mr. 
Life hi 
to mee 
with e 
er ser 
more 
could 1 
more 
the jo 
job op 
Othe 
clerica 
space | 
at a pl 
machi 
clerica 
hand, | 
work ‘ 
opport 


“The 
much 
sometk 
terial 
Life,” 
could | 
commu 
which 
plied t 
simple 
works 
of cars 

No « 
the ele 
said. l 
been vu 
compa! 
all wh 
those 
progra 
the mz 

“Bec 
with, r 
lyze t 
“From 
profes; 
quick | 
ematic 

Beca 
who n 
with e 
ny is 
college 
to brin 
in bus: 
operati 

The 
tronic | 
cial pyr 
T. Phil 
actuary 
Lowell 
and ac 
group 
chines 
Purpos« 
has dit 











XUM 


October 26, 1956 


LIFE INSURANCE EDITION 








Electronic ‘Brain’ 


Pinpoints Markets 
(CONTINUED FROM PAGE 1) 

pany to install the IBM 705, which is 
IBM’s most advanced form of elec- 
tronic computer. The large roomful of 
units has floor-to-ceiling walls of 
glass, and a corridor around its peri- 
meter so that visitors can watch what 
is going on without interfering with 
operations or disturbing the tempera- 
ture and humidity conditions, which 
must be held within very close limits, 
or the tapes may be affected. Fortu- 
nately, as Chairman Devereux C. Jo- 
sephs explained, the wrong tempera- 
ture or humidity wouldn’t cause the 
tapes to make mistakes. They’d just 
cause the machine to stop. 

Actually, the machine is deceptively 
unruffled in its operations. Unlike its 
science-fiction counterparts, the 705 
doesn’t jangle bells, make weird noises, 
emit steam, flash lights all over the 
place, or do anything else to send 
white-coated attendants jumping for 
the controls. In fact, the operators 
don’t even wear white coats. 

Mr. Josephs explained that New York 
Life had adopted electronic computers 
to meet the objectives of keeping up 
with expanding business; giving fast- 
er service to policyholders; providing 
more data with which management 
could make decisions, and taking some 
more of the drudgery out of .some of 
the jobs in the business and raising 
job opportunity sights. 

Other reasons were the shortage of 
clerical personnel and the fact that 
space in the home office building was 
at a premium. He pointed out that the 
machines get rid of a lot of routine 
clerical operations formerly done by 
hand, and in freeing people from such 
work “we are freeing them for better 
opportunities.” 


“The whole subject interested us so 
much that we felt that there was 
something more than the obvious ma- 
terial advantages to the New York 
Life,” said Mr. Josephs. “We felt we 
could make a real contribution to the 
community by arranging an exhibit 
which would explain electronics as ap- 
plied to the business world in the most 
simple terms—to show how the system 
works and thus stimulate discussion 
of career opportunities.” 

No one has lost his job because of 
the electronic computers, Mr. Josephs 
said. Most people displaced by it have 
been upgraded into better jobs in the 
company. Aptitude tests were given to 
all who wished to take them and from 
those tested the company obtained the 
programmers and technicians to man 
the machines. 

“Because we have more to work 
with, more people are required to ana- 
lyze the results,” said Mr. Josephs. 
“From what we have observed, a new 
profession is emerging—one where 
quick perception and a flair for math- 
ematics will be valuable assets.” 

Because it is seeking job candidates 
who might be interested in working 
with electronic computers, the compa- 
hy is inviting secondary schools and 
colleges and universities in the area 
to bring in students who are interested 
in business careers to see the 705 in 
operation. 

The changeover to complete elec- 
tronic data processing has been a spe- 
cial project of Vice-president James 
T. Phillips ever since he became chief 
actuary in January, 1954. He appointed 
Lowell M. Dorn, 2nd_ vice-president 
and actuary, as head of a research 
group to investigate what type of ma- 
chines would best suit the company’s 
purposes. Actuary Manuel R. Cueto 
direct charge of operations. 


Wider Use of Exclusion 


Riders for Non-Can Seen 
(CONTINUED FROM PAGE 1) 
be placed in the position of having of- 
fered very attractive policies, which, 
as a practical measure, will be very 
hard or impossible for the public to 
obtain because of excessively high 
medical hurdles. 

“One of the deterrents to the gen- 
eral use of fairly comprehensive ex- 
clusive endorsements under the stand- 
ard forms was the philosophy that we 
could not take away too much in the 
rider from these limited policies be- 
cause we would as a result be issuing 
too restrictive a coverage and accept- 
ing too much unearned premium. 

“These new forms of contracts are 
so much more valuable because of 
their long-term coverage which can- 
not be cancelled and which must be 
renewed that we feel that more ample 
use of exclusion endorsements can be 
justified because of this very fact 
alone. We can utilize exclusion en- 
dorsements for more serious impair- 
ments than we felt was fair under the 
limited standard forms and this will 
give the medical underwriter more 
elbow room in his underwriting.” 


Dr. Horan also said Metropolitan is 
attempting to cover the older age 
groups up to age 75 with a non-can- 
cellable renewable hospitalization and 
surgical operation benefit policy. This 
is being offered to offset the criticism 
that when the need for hospitalization 
and surgical operation insurance be- 
comes greater because of advancing 
years and when the individual’s group 
coverages cease by reason of semi- 
activity or actual retirement, there has 
been no way up to now to replace his 
needed coverage. These policies may 
include the spouse and dependent 
children. 

Dr. Horan said that there has also 
been a demand for an opportunity to 
obtain hospital and surgical coverage 
which would provide a lifetime bene- 
fit for an individual or eligibile de- 
pendents which would be marked 
“paid up” when both the husband and 
wife reached 65. By contribution of 
some additional premium during the 
productive years, Metropolitan is issu- 
ing this type of hospital and surgical 
operation insurance which continues 
to be in force after the termination of 
the premium paying period. 





Russell W. Harrison and his staff re- 
cently observed the 30th anniversary 
of the Mount Hood district of Pruden- 
tial at Portland, Ore. The agency was 
~— under Mr. Harrison’s direction 
in k 





Twenty representatives of South- 
land Life attended a three-day sem- 
inar at the company’s home office in 
Dallas. Members of the President’s 
club, they came from 10 of the com- 
pany’s agencies located in OkJahoma 
and Texas. 





Pacific chapter, CPCU, held its 
all-industry luncheon honoring 11 new 
members at the Biltmore Bowl, Los 
Angeles, Oct. 25. Wendell B. Barnes, 
administrator for Small Business Ad- 
ministration, was guest speaker. 





Union Bankers Life of Dallas has 





Fitzhugh Traylor (center), Equitable Society, 





Evi 


Indianapolis, the ne 


‘WwW presi- 


dent of American Society of CLU, was honored at a dinner given by the 
Indianapolis CLU chapter. The head table group at the dinner included (from 
left) Edward A. Krueger, State Life of Indiana, former national treasurer of 
the American Society, who introduced Mr. Traylor; Mrs. Krueger, James E. 
Bettis, Berkshire Life, chapter president; Mrs. Bettis; Mr. and Mrs. Traylor; 
Dean Herbert C. Graebner of American College, the guest speaker; Mrs. 
Richard H. Englehart and Mr. Englehart of Equitable Society, Indianapolis, 


program chairman for the event. 








Boston Actuaries Elect Hoskins 

Boston Actuaries’ Club has elected 
Robert H. Hoskins, John Hancock, sec- 
retary to succeeed Henry S. Hunting- 
ton, John Hancock, who has served 
since 1951. 





Jimmy Conzelman, vice-president, 
D’Arcy Advertising Co. and former 
Chicago pro football star, was guest at 
the fall kickoff continental breakfast 
meeting of St. Louis Life Underwriters 
Assn. this week. 





A sales meeting of the Allison agen- 
cy of National Life of Vermont at 
Milwaukee was addressed by two per- 
sons from the home office. They were 


Karl Gumm, superintendent of agen- 
cies, and Arthur Kerin, director of se- 
lection. 





Robert B. Armstrong, director of 
agencies for New England Mutual Life, 
addressed a joint meeting at Madison 
of Wisconsin Life Managers & General 
Agents Assn. and Insurance Society of 
the University of Wisconsin. 





Texas board of insurance commis- 
sioners has declared Provident Amer- 
ican Life of Ft. Worth to be insolvent, 
and the attorney general has been 
asked to take steps to protect the in- 
terests of policyholders and stockhold- 
ers. 
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company and reap the rewards that come from 


working with young, aggressive, nice 
talents in all management phases of 


Jackson Blvd., Chicago 4, Ill. 


ACTUARY 

Progressive, young, Eastern Company requires an Associate or Fellow interested in helping build 

.o> Salary no problem with future possibilities 
unlimited. If you are stymied in your present wor 
eople, this is it. Offer all benefits and chance to use your 
inancially sound company. We have a complete portfolio of 
Life, Group and Accident and Sickness. Reply, in strict confidence, giving your experience, photo- 
graph and an interview will be arranged. Write Box R-4, c/o The National Underwriter Co., 175 W. 


and want opportunity at top management level 








INTERESTED IN MICHIGAN? 


General Agency opportunities in various 
centers. Our contract is well worth asking 
about. Complete line at competitive rates 
with full underwriting facilities. Established 
1897. Reply to The Northern Life Assurance 
Company, Northern Life Bldg., London, 


Ontario. 








WANTED 


Rapidly growing Life company operating in six 
southern states needs experienced trainer for 
field training and holding Home Office Schools. 
Give details of experience. Write Box P-93, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill 








ACTUARIAL OPPORTUNITIES 
Well Established and progressive firm of 
sultants and Actuaries in New. England has 
openings with excellent opportunities for Actu- 
aries and Actuarial Students. Inquiries confiden- 
tial. State professional standing or qualification 
and experience. Address Box P-38, c/o The 





Na- 











been licensed in Montana, its 26th tional Underwriter Co., 175 W. Jackson Bivd., 
state. Chicago 4, Ill. 
WANTED 
Rapidly bgp Life Company needs three ex- OPPORTUNITY 
perienced men to hire, train, and supervise For young man or woman with minimum one 


agents selling Officer and top 3 grades Military 
business in Florida, Alabama and Georgia. 
General Aqents in these localities are needed. 
Give details of experience. Box P-98, c/o The 
National Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, Illinois. 








year of Accident & Health underwriting experi- 
ence. Excellent opportunity to advance. New 
home office in Park Ridge, III. All_American 
Life & Casualty Company. Phone TA 3-2192. 
Miss F. A. Peters. 











ACTUARIES WANTED 

Actuarial consulting firm, serving in- 
surance companies and private pension 
plans, has following openings: 

One Associate or recent Fellow of the 
Society of Actuaries and one or two stu- 
dents having passed a few examinations. 

Our work is interesting and gives all- 
round experience with an excellent future. 
Written replies with full facts as to educa- 
tion and experience will be treated confi- 
dentially. 

Reply Box R-5, 
c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 








ACTUARIAL 
STUDENTS WANTED 


Actuarial Students to join actuarial staff of a 
large, thriving, mid-west Life, Group, and Indi- 
vidual Accident and Sickness Company with 
wide-open opportunities. Liberal salary scale 
and welfare benefit program. Study time 
granted. Students studying for some part of 
associateship examinations preferred. Write Box 
P-76, c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill., stating qualifica- 
tions and experience. 











ASSISTANT ACTUARY 


For a National Organization (not an insurance 
company). "Fellow" with varied life insurance 
company experience. Position offers wide insur- 
ance contacts. All replies held in confidence. 
Address Box P-99, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 
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Final Plans for Home 
Office Underwriters 
Parley Announced 


Final arrangements for Institute of 
Home Office Underwriters annual 
meeting at the Statler hotel in Dallas, 
Nov. 14-16 have been announced. In- 
stitute executive vice-president John 
F. Duston, underwriting secretary of 
Equitable Life, has been in charge of 
program arrangements and will be 
general chairman of the convention. 

Following the presidential address 
by C. Edwin Carlson, underwriting 
secretary Continental Assurance, guest 
speaker of the first morning session, 
Dr. E. M. Stevenson, senior medical 
director of State Farm Life, will talk 
on “Hypertension—The Effect on Un- 
derwriting with the Use of Newer 
Drugs.” Mr. Duston will then conduct 
a business session with reports from 
all committee chairmen. 

The second session Wednesday af- 
ternoon will open with a panel dis- 
cussion with Douglas Wood, manager 
ordinary underwriting department 
General American Life, and William 
H. Harrison, underwriting executive 
Security Mutual Life, presiding. One 
panel will discuss “Reconsideration of 
Ratings and Reinstatements,” a second 
panel the underwriters’ interest in 
“Driving Habits.” 

Also on Wednesday afternoon four 








National Reserve Records 
$200 Million in Force 


National Reserve Life has chalked 
up a company record for the current 
year _ achieving 
$200 million of in- 
surance in force 
and assets in ex- 
cess of $50 mil- 
lion, according to 
H. O. Chapman, 
president. 

Company grow- 
th over the past 
15 years is chara- 
cterized by con- 
trasting the 1941 
insurance in force 
figure, which was 
$35,964,144, again- 
st the mark just 
reached. 

President Chapman said: “As Al 
Jolson used to remark, ‘you ain’t seen 
nothin’ yet!’ because we are already 
formulating plans, which we confiden- 
tly expect, will within a comparative- 
ly short time, place National Reserve 
Life in the $500 million category. Our 
vigorous expansion drive will con- 
tinue unabated throughout our entire 
operating territory.” 


H. O. Chapman 





separate room hopping informal dis- 
cussions will be held. Subjects for dis- 
cussion are “Current Changes in Pro- 
cedures,” ‘Military Business,” ‘“Non- 
medical,” and “What the Underwriter 
Wants and Expects for Inspections.” 

N. Murray Longworth, president of 
United Benefit Life and a past presi- 
dent of the Institute, will talk on “Un- 
derwriting—What the Executive Ex- 
pects from the Underwriter,” Thurs- 
day morning. Second paper will be by 
Frank G. Whitbread, assistant vice- 
president Lincoln National Life on 
“Interpreting Mortality Statistics,” 
and Walter Gastil, Los Angeles man- 
ager Connecticut General Life will 
talk on “A Matter of Viewpoint.” 

An industrial program will be held 
Thursday afternoon with Frank T. 
West, vice-president Kentucky Cen- 
tral Life & Accident moderating at 
an industrial case clinic and Douglas 
E. Nickens, underwriting supervisor 
Lincoln Income Life leading discus- 
sion of “An Industrial Cost and Pro- 
cedure Study.” 

Friday morning’s concluding session 
will consist of an ordinary case clinic. 
Chairman is I. M. Spear, vice-presi- 
dent State Farm Life. 


Mid-Atlantic Actuaries 
Elect Myers President 


Middle Atlantic Actuarial Club elect- 
ed Robert J. Myers, chief actuary of 
Social Security Administration, presi- 
dent to succeed Richard L. Glazier, ac- 
tuary of Life of Virginia, at the annual 
fall meeting in Monumental Life’s 
home office in Baltimore. Samuel C. 
Tatum, vice-president and actuary of 
Jefferson Standard, was elected vice- 





. president and Helen R. Gibson, Monu- 


mental Life, was reelected secretary. 

Speakers included William M. An- 
derson, president of North American 
Life of Toronto and of Society of Ac- 
tuaries; F. Harold Loweree, president 
of Monumental; John A. MacDougall of 
Social Security Administration, and 
Murray W. Latimer, industrial rela- 
tions consultant of Washington. 





Conn. General May Offer Hartford 
Property for Sale to Government 


Connecticut General has been given 
permission to submit to General Serv- 
ices Administration a proposal for 
federal purchase of Hartford property 
which the company is vacating. The 
company is moving its home office to 
nearby Bloomfield, Conn. 

Congress has authorized GSA to 
build or buy a building in Hartford 
for use as a federal office center to 
house agencies now scattered about 
the city. The Budget Bureau has ap- 
proved spending up to $8,350,000 on 
the project. Other parties are said to 
be interested in selling a site to the 
government also. GSA will not act 
for several weeks. 
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Still in the Lead... 


The third quarter report of district standings on 
Combined Results to date, per debit basis, shows 
the Allentown District still leading over all dis- 
tricts in the Company. At the end of each quarter 
this year Allentown has enjoyed the top position. 
Because this achievement is publicized only at the 
end of each quarter, it should be told that Allen- 
town has been in first place for six of the months 
and in second place the other three months. 

Once again, we salute Allentown and heartily 
extend our congratulations to every member of 
this team of leaders. sil 

















American Society Picks 
56-57 Committee Heads 


Fitzhugh Traylor, manager of Equit- 
able Society at Indianapolis and presi- 
dent of American Society, has appoint- 
ed these committee and board chair- 
men of the society for 1956-57: 

Eugene C. DeVol, general agent of 
National Life of Vermont in Philadel- 
phia and 1st vice-president of the so- 
ciety, board and committee personnel, 
Gerald W. Page, general agent of Prov- 
ident Mutual in Los Angeles and past 
president of the society, by-laws; Har- 
ry L. Hamilton, manager of Home Life 
in Louisville, chapter activities; John 
O. Todd, Northwestern Mutual, Chica- 
go, CLU Institute board; G. Thomas 
McElwrath, vice-president of New 
York Life, CLU Journal board; Robert 
L. Woods, general agent of Massachu- 
setts Mutual in Los Angeles and so- 
ciety secretary, membership; George 
Neitlich, manager of Metropolitan Life 
in suburban Boston and immediate 
past president of the society, nomina- 
tions; Frederick W. Floyd, manager of 
Life of Virginia in Philadelphia and 
society treasurer, personnel and fi- 
nance; Jack C. Windsor, manager of 
Connecticut General in Milwaukee, 
planning commission; Mr. Woods, pro- 
fessional and institutional relations; H. 
Cochran Fisher, Aetna Life, Washing- 
ton, Query board, and William H. An- 
drews Jr., manager of Jefferson Stand- 
ard in Greensboro and 2nd vice-presi- 
dent of the society, regional new can- 
didates. 

The planning commission, named 
last year to survey society service, 
has been reconstituted with the same 
membership for the new year. 

The professional and _ institutional 
relations committee and the joint com- 
mittee on continuing education are 
new this year. The latter will study the 
possibility of expanding the CLU in- 
stitutes into a broader program of edu- 
cation for members. Its members will] 
be announced later. 


11 Companies Aid N. C. 


Business Development 


These life companies have accepted 
invitations to join North Carolina’s 
Better Business Development Corp.: 

Allied Life, Liberty Mutual and Sky- 
land Life, all of Charlotte; Home Se- 
curity Life of Durham; Pilot Life; Life 
of North Carolina of Kingston; Durham 
Life, Occidental Life and State Capital 
Life, all of Raleigh, and Security Life 
& Trust of Winston-Salem. Jefferson 
Standard joined previously. 

Member insurance companies make 
1% of their capital and unassigned 
surplus available to the corporation for 
loans to industry. A number of com- 
mercial banks also are members. With 
its bank and insurance resources, the 
corporation now has a lending power 
of $3.5 million in addition to its own 
$1 million in capital stock. Loans to- 
peg $1,079,000 have been approved 
so far. 


Dr. Mauk Joins Staff 


of Republic National 


Dr. Ferald D. Mauk has been named 
assistant medical director. of Republic 
National Life. In his new capacity Dr. 
Mauk will assist Dr. Donald G. Kil- 
gore, vice-president and medical di- 
rector, and Dr. J. E. Hunsinger, vice- 














ALBERT R. BOYLAN, 74, who was 
manager of Prudential’s policy loan 
department when he retired in 1946 
after 46 years of service, died in Over- 
look hospital, Summit, N. J., after 
suffering a stroke in his home at Chat- 
ham, N. J. He had been a well-known 
owner and amateur driver of trotting 
horses, 


president and associate medical direc. 
tor. The addition to the underwriting 
staff was made necessary because otf 
the rapid increase in ordinary, group 
and reinsurance activities in prepara- 
tion for the attainment of Republic 
National’s second billion dollars of 
life insurance in force in 1959. 

Dr. Mauk was formerly assistant 
medical director for the Security Ben- 
efit Life of Topeka. 


‘Wall Street Journal’ 
Does Piece on Lively 


Life Selling Efforts 


NEW YORK—The Wall Street 
Journal on Monday ran a front-page 
feature story on life insurance selling 
and what is being done in the way of 
rate reductions, new policies, in in- 
genious sales plans, and_ increased 
competitiveness. 

The article quoted a number of au- 
thorities in the business in support of 
the article’s theme that the life insur- 
ance busines is operating with plenty 
of aggressiveness and “savvy”. To 
non-insurance ' readers, unfamiliar 
with what has been going on, the ar- 
ticle should have proved enlightening 
and entertaining. Though not designed 
to flatter, the general impression left 
by the article should have been fay- 
orable to the business. 








Deputy Mayor Addresses 
N. Y. CLU Chapter Meeting 


Deputy Mayor Theobald was the 
speaker at the October luncheon meet- 
ing of the New York City CLU chap- 
ter. He discussed the changing con- 
cepts of the individual security, start- 
ing with feudal times. More than 160 
were on hand for the meeting, at 
which new CLU qualifiers were pre- 
sented their diplomas. Clarence B. 
Metzger, 2nd vice-president of Equit- 
able Society, gave the CLU charge. 





(Advertisement) : 


CANADA HEALTH AND ACCIDENT 
APPOINTMENT 





O. J. BREIDENBAUGH 


The President and Board of Direc- 
tors of Canada Health and Accident 
Assurance Corporation are pleased 
to announce the appointment of 
O. J. Breidenbaugh to the position 
of Managing Director. 

Mr. Breidenbaugh, a past Execu- 
tive Secretary of the International 
Association of Accident and Health 
Underwriters, has spent many 
years as Management Consultant in 
the Insurance field. 

A graduate of both Butler and 
Indiana Universities, Mr. Breiden- 
baugh assumes responsibility for 
the Company’s operations in 
Canada. 
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Behind the “freedom curtain”’ 


A simple curtain of cloth—not iron or > besoboo—ie a symbol of our ri 

liberties. It helps.to protect the right.to vote privately 

and freely. By voting, we reaffirm our faith in the American 
_form of government and make our voices heard in _ 

matters affecting the preservation of our heritage and way of life. 

To vote is a right and a privilege . . . and a responsibility. 

To vote intelligently i is a duty. 


Be sure to VOTE on Nov. 6th 
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contracts from The Travelers 


When you focus your attention on educational life, you 
can be sure of success by campaigning with The Travelers 
Educational Life contracts. 


The Travelers, one of the pioneers in this field, offers a 
number of programs, all based on guaranteed cost. And it’s 
this important feature that provides you with an exception- 
ally strong selling point. For guaranteed cost eliminates 
uncertainty about total premium costs. 


The Travelers helps pave the way for your calls by ad- 
vertising year round in the nation’s leading magazines. And 
you'll get a big assist from the wide assortment of Trav- 
elers promotional materials. 


A Travelers Life Manager or General Agent will be happy 
to talk over the educational life contracts with you. Why 
not call him today? 


The Good Things in Life are Guaranteed 


ONE OF THE LEADING LIFE INSURANCE COMPANIES 


THE TRAVELERS 
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